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@ This is the Season 
when the wise com- 
mercial man plans 
his fall Campaign}: 








IRA YOR GY a tenes 
AN SS ; BOQ uy Z 
SSS AMV KAK YEE C 





ws, 
eo 


$1.00 A YEAR 





CAC 


NG 

















~~ FOUN 


GINS 


Cea) 




















This Issue of Selling Electricity will 


help you make your plans successful. 
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@.Do you want to get hold of a 
line of portable lamps that will 
really sell? That will be within 
the reach of your customers ? 
@ We call your attention to the 
lamp illustrated above. A num- 
ber of Central Stations are selling 
this portable for $10. There’s 
a small profit for you even at 
that price. Thelamp, however, 
will sell readily for $12 or $14. 
@You want our catalogue. It 
will show you a wide assort- 
ment of handsome art portables 
that your customers can aftord 
to buy. Our lamps and our 
prices will interest you. 











The 
Goodwin & Kintz 
Company 
WINSTED, CONN. _ Station 1 

























We are 
not [Intro- 
ducing 


this Iron! 


It has been before you some 
time. 

So has the hot weather. Have 
you taken advantage of the effect 
of the heat on the electric heating 
proposition r 





AMERICAN 
“Steel Clad” Irons 


carry conviction to the woman, 
who is willing to give ironing by 
electricity a trial. 

They make the work of your 
solicitor easy! They never come 
back. 





American Electrical 
Heater Company 


Detroit, Michigan 
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You Must Consider the Fan 


Trom All Points 


No man buys a number nine hat for a number 
seven head: neither does he want a large fan for a 
small room. 


The man with a small office or a home with small 
rooms does not buy fans for this reason — the ordinary 
fans don’t fit. 


Would it not pay you to canvass this class of pros- 
pects? 


They never heard of the Fort Wayne Revolving 
Fan, but it will interest them. 


Write for Bulletin 1105 and get after the small fan 
business. 


Fort Wayne Electric Works 


“Wood’’ Systems 
Fort Wayne, Indiana 
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IT IS OUR BUSINESS 
TO GET 


NEW BUSINESS FOR YOU 
































We can do it if you will give us a chance. 

We have been doing it for other companies and know what we 
are talking about. 

We don’t serve our clients with luke warm syndicate matter. 
We give them absolutely individual treatment. 

First we locate the cause, then the effects, and finally show the 
remedy. 

That is what our Commercial Engineering Investigation consists of. 

It shows you where your commercial department is weak and 
shows you how to strengthen those spots. 

Then, if desired, we will “apply the remedy” we have pre- 
scribed. 

We don’t give you valueless advice —we back our statements 
by work. 
Let us hear from you in regard to this proposition. 
It may mean money to you. 
Write us to-day. 































C. W. LEE COMPANY 


West Street Building NEW YORK 
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HOLOPHANE LUXOLIER 





Moderate in Price 


Correctly Designed 


Thoroughly Well Made 
IMMEDIATE DELIVERIES 


from stock in Beautifully Finished 
New York Chicago Boston 


Offered Complete 


with tungsten lamps 
ready wired 
packed one in a box 








HOLOPHANE COMPANY 


(SALES DEPT.) 


' 227-229 FULTON STREET, NEW YORK CITY 


In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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e Man Who Wins 











UST about now, some seventy-five husky, high- 
powered athletes representing these United States, 
are upholding our honor in the Olympic Games 
in London. It must be an important event for 
the newspapers are full of the subject, but to the 
ordinary individual engrossed in the struggle of 
earning three meals a day it seems somewhat 

futile for a grown man to break his heart in a foot-race or for the 
honor of tossing a piece of cast iron farther than it had ever been 
thrown by hand. 

But wait — 

Whatever we may think of the object sought, no man of 
normal instincts can fail to admire the pluck, the skill, the tremen- 
dous self-sacrifice which goes to the winning of such an event. 
It takes speed and stamina, it takes long practice and stern self- 
denial in training; finally, it takes such absolute physical courage 
as few men possess. The man who wins gives months and years 
to silent, discouraging, grueling preparation. He endures a few 
minutes of heart-breaking struggle. He reaps his reward ina few 
seconds of popular applause. 

And this is true whether a man wins in athletics or as a 
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salesman of electricity. To be a champion in any line of endeavor 
means a whole lot more than merely winning a single race or 
breaking a record. That is the climax: before he can even race, 
he must practice and train; before he can win he must endure 
defeat. 

If more men applied the principles of a foot race to the race 
of life it would be better. For the trouble is, we are not willing 
to “train.” We all want to win, yet we are unwilling to pay the 
price of victory. We all want to be champions, yet our courage 
falters at the supreme test. 





NE of the athletes who is representing us in the Olympic Games in London 
was practically a cripple four years ago. He was told to exercise— to run and 
jump. He joined an athletic club and interviewed the trainer. 

“’There’s only one thing that will keep you from being a fast runner — perhaps 
a champion,” said the trainer, “and that one thing is your nerve. If you've got the 
grit — if you'll work faithfully — you can run as well as any man. But it’s going to 
be a hard tussle.” 

The cripple went home and pondered. He knew he should exercise, and that 
he must go out each day and run— why not be a rea/ runner, perhaps a champion? 
The trainer had said, “ If you’ve got the grit, you can do it.” He went to work. 

In four years he was a champion. Four years — 1,461 days — and as he had 
to work two hours a day at his practice, that meant 2,922 hours of grinding, grueling, 
monotonous training that soon came to be a veritable torture. He could not smoke 
or drink; he must keep good hours; he must deny himself, care for himself every 
day, every hour. 

I saw that man break a world’s record, and 20,000 people shrieked their approval. 
His name is engraved on a few medals—his picture was in a few newspapers. Today 
he is in London as the best man America can produce to run a certain race. 

There are seventy-five such Americans in London. All of them may not have 
had so hard a struggle, but all have worked long and patiently. —These men endure 
privation and suffer torture to win a foot-race. 

The rest of us hesitate to endure as much to win the race of life. 





REPARATION is nine-tenths of success: personality is the balance. In selling 

electricity, the advantages of any man over any other are practically nil. Success 

depends almost wholly upon our willingness to prepare -—to practice—to train our- 
selves mentally and physically as an athlete trains. 

Preparation, to the central station salesman means the acquiring of knowledge of 

the business and all its thousands of applications, a knowledge of men and their 
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natures. It means the willingness to take infinite pains with every customer: it means 
the willingness to study and solve every problem. It means, finally, both the willing- 
ness and the w// to stick to the job till you have mastered it—till you have won. 

That stick-to-it-iveness calls for the same sort of courage as the athlete exhibits. 
The athlete does it for a few handclaps of applause. Most men won’t or can’t do it 
though the reward be a raise in salary. 

Preparation has always been a long, hard, tedious job and very few men have 
the courage and tenacity to really work at it. “hat is why there are so few big men, 
so few champions— lack of plain, bull-dog courage. 





T must be admitted that success costs more today than it did ten years ago. ‘The 
standard is always higher. The record-breaking performance of a decade back 1s 
quite ordinary now. ‘This is true in business as well as athletics. 

When I was at school, the quarter mile event was a run. ‘Today it is a sprint. 

In the old days the runner started deliberately ; he hurried somewhat at the turn 
in order, if possible, to “ get the pole;” he settled down to a moderate run through 
400 yards and then, gradually extending himself, sprinted to the tape. 

Today, the 440 is one long, heart-breaking sprint. 

There is no jockeying, no playing for position, no resting halfway for the final 
dash. It is sprint from the crack of the pistol till the finish line is crossed. 

So also with business. 

Not so long ago we worked by seasons. We started in January with moderate 
stride; we hustled a bit in the spring; we settled down to an easy jog in the dog-days, 
and then, refreshed, we dashed for the holiday season. 

‘Today the business year, like the quarter mile dash is simply a sprint. 

This means that today we must train more carefully, we must have more cour- 
age and stamina. ‘The seventy-five athletes who have gone to London as America’s 
team are better, bigger, stronger, braver men than the champions of a decade ago. 

The business champion — the man who wins in the race for success also must 
be stronger and braver. It is a hard race — but is it not worth the struggle? 

Begin your training now. 





Advertising Religion. 


The trustees of the “Old South Church’ have assumed such up-to-date 
ideas that they have had an electric sign installed on the top of the church. 
As soon as one gets in line, the others should follow. Religion could 


stand advertising as well as other things.— Public Service. 











‘Made in Spring field’’ 


How the Springfield Gas & Electric Co. Keeps Close to the Public 


HENEVER a stranger 
comes to town, we trot him 
around to see all our big 
buildings, public grounds and promi- 
nent manufactories. When we pass 
the lighting company’s power house, 
and the stranger asks what it is, we 


NW ars” 


they sing another tune. The lighting 
company there has identified itself 
with local interests. The public no 
longer ‘‘views with alarm”; instead 
it “points with pride,” and the pro- 
cess was simple—the company mere- 
ly stays close to the people. The fol- 


View of the Springfield Armory 


growl, “Darned old light plant—nev- 
er gives service—robs everybody. 
We're going to have a municipal 
plant one of these days.” The light- 
ing company is “the goat.” Nobody 
says a good word for it: nobody real- 
izes that it contributes as much to 
the civic well-being as do the beauti- 
ful parks, the wide boulevards, the 
fine public buildings. 

But down in Springfield, Illinois, 


lowing is one means employed: 

Early in April the Springfield 
Chamber of Commerce conducted 
what was known as a “Made in 
Springfield” Fair. As the Spring- 
field Gas & Electric Co. make elec- 
tricity and gas it was of course, rep- 
resented; had a prominent location 
and had a good exhibit, whereat 
there was something moving every 
minute. That really is the reason 
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Booth of the Springfield Gas & Electric Company 


why the company has hundreds of 
new friefls. It is a local industry. 
The Fair enabled it to impress the 
fact on the public. 

Not, be it understood, that the 
company was in ill repute before 
that, for it was not. The company 
has long been known as a liberally 
managed, progressive concern. But 
the Fair gave an opportunity of ce- 
menting old friendships and of form- 
ing new ones. 

In speaking of their past experi- 
ence, Mr. A. D. Mackie, who has had 
charge of the advertising for some 
time, says: 

“In 1906 and 1907 we advertised 
the Electric Department at Spring- 
field, with very satisfactory results. 
This was practically the first adver- 
tising we had done in the electric end. 
Since then we have used considerable 


newspaper space, mail literature, 
manufacturer's booklets and sundry 
other forms of advertising. We are 
quite liberal users of newspaper 
space, as an introduction, or to blaze 
the trail for the mail literature and 
personal follow-up system. 

“We also put over a very success- 
ful electric iron campaign by house to 
house canvass, on the 30 days’ trial 
plan, and have pushed sewing ma- 
chine motors, electric washing ma- 
chines, small motors for commercial 
purposes, turn-down lamps, electric 
cooking appliances and various other 
electrical household appliances. We 
are now in the midst of an electric 
sign campaign in our commercial dis- 
tricts and are also agitating the in- 
stallation of electric porch lights in 
residences. 

“We have not yet taken up the 
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matter of house wiring, any more 
than to follow up all new buildings to 
see that they are both wired and 
piped for gas.” 

All this shows how alive the com- 
pany was to its opportunities. When 
the Fair was proposed, the company 
was consulted as to the general deco- 
rative scheme and the best method of 
lighting. The company naturally, and 
rightly, recommended the use of 
plenty of lights, and so successful 
were they in carrying out their 
scheme that, as Mr. Mackie says, 
“The interior of the Armory at first 
glance might be taken for an elec- 
trical show. 

“Tn connection with the exhibit, we 
secured the services of Miss Lyons 
of the General Electric Company, 
with a corps of assistants, to conduct 
an electrical cooking demonstration. 
They served biscuits, coffee, cake, 


fudge, pop-corn, etc., to thousands of 
persons daily. 

“The Fair on the whole was a huge 
success, and on the last night we 
served a complimentary eight-course 
dinner to the officers of the Chamber 
of Commerce and their ladies, some 
20 plates in all. Everything served 
at this dinner was prepared by elec- 
tricity and it was a huge success 
from an epicurean and every other 
point. 

“Electrical cooking was brand new 
to Springfieldians, and besides the 
numerous small appliances sold, we 
received orders for two complete 
electric kitchens.” 

The photographs here reproduced 
show a general view of the hall, 
which certainly bears out Mr. Mack- 
ie’s boast, the booth of the company 
and a group at the bauquet. 
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The Electric Dinner 

















Novel Publicity Methods in Denver 


and Their Result 


HE Rocky Mountain News of 

Denver, Colorado, — recently 

published an editorial under 
the heading, “Why Our Artistic 
Commercial and Municipal Lighting 
Pays.” 

Mr. John M. Connally, Advertis- 
ing Manager of the Denver Gas & 
Electric Company states that this ar- 
ticle was in no way inspired by his 
Company, but to the contrary, the pa- 
per in question had in the past bitter- 
ly opposed them. The article itself, 
lhlowever, was written by a friend of 
Mr. Connally’s. It was run editorial- 
ly with considerable display and af- 
ter dwelling at some length on the 
rapid development of Denver from 
the standpoint of street illumination, 
the following argument was offered 
in behalf of the electric sign: 


“Any study of the psychology of anything 
hegins, and often ends, with an examina- 
tion of the impression that thing makes on 
our senses. How, then, does the impression 
produced on the eye by the electric sign dif- 
fer from that produced by any other sign? 

“To begin with, the electric sign is posi- 
tive. The ordinary painted sign is negative. 
And that is the biggest kind of a difference. 

“Did you ever stop to think that most of 
our communcations with each other are 
made through the negative sign? It’s so. 
Take this page before you. The paper is 
white—that is to say it makes a definite im- 
pression on the retina of the eye. But the 
print is black, and black makes no impres- 
sion on the retina at all. When the lens of 
the eye throws the picture of a landscape on 
the retina, the black spaces in the landscape 
are simply blank spaces in the picture. It is 
the same with the picture which the retina 
gets of this page. The print represents 
blank spaces on the page, spaces which give 
no impression to the eye, spaces cut in, as a 
sign painter would say, by the bright paper 
around them. So that all this page has to 
say to you must be translated from the neg- 


ative to the positive by a distinct effort of 
the brain. And that is simply bound to 
weaken the impression. 

“Now, take the electric sign. It is print- 
ing, but printing reversed. The translation 
is ready for you. The message is given to 
you direct, without waste of either time or 
effort. So far as the eye is concerned, the 
blank spaces between the lights simply do 
not exist. The sign is the thing, and the 
only thing. 

“This difference between the positive im 
pression of the electric sign and the nega- 
tive character of the printed page or paint- 
ed sign is important enough to spend a little 
time over. Why do we pay $2 to hear a lec 
ture that we can buy in print for 25 cents? 
Partly because we get the lecturer’s inter- 
pretation of his words, no doubt. But part- 
ly, as well because we get that interpreta 
tion in positive terms of sound, rather than 
negative terms of blank spaces on a piece of 
paper. The lecturer does just what the elec- 
tric sign does—he saves us the trouble of 
translation. 

“The positive impression, then, the di- 
rect, ready-made appeal, is the beginning of 
the value of the electric sign. Jut it is 
miles from being the end of that value. 

“The electric sign makes a positive im- 
pression. It makes a pleasing impression. 
And for one thing more, it makes a perma- 
nent, a lasting impression. Look at an 
electric sign for a moment, turn away and 
shut your eyes—and you see the sign. This 
may seem a small thing. But it is the mark 
of a very big thing, and that big thing is that 
the electric sign is lasting, insistent, and that 
the message it conveys simply will not be 
denied. 

“Positive, pleasing, permanent. The elec 
tric sign is all these. And, in our judgment, 
these three things furnish the psychological 
key to its increasing popularity.” 


Every central station commercial 
man probably knows that the Denver 
Gas & Electric Company has _ had 
wonderful success in the building up 
of sign, store window, and outlining 
business, but unsolicited efforts on 
the part of the press to assist the 
company in this work are few and 
far between, and evidence a_ public 
opinion thoroughly in sympathy with 
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illumination, both for its commercial 
and artistic value. 

Several years ago the slogan, 
“Boost for the City of Light,’ was 
originated and introduced by the 
Denver company and this sentiment 
has been so earnestly and continu- 
ously cultivated that a very strong 
popular feeling has been built up in 
favor of display lighting, and the 
merchants and residents of the city 
taken a just pride in both commer- 
cial and municipal lighting. This 
sentiment has led, among other 
things, to the erection of the celebrat- 
ed arch at the Union Depot bearing 
an electric sign, “Welcome.” 

Regarding the methods that have 


been employed, Mr. Connally writes: 

“A short time ago we wanted to 
call attention to the lighting of Cur- 
tis Street in the heart of the business 
section. We used a sort of a Raffles 
stunt to arouse interest and the re- 
sult was all that could be desired. 
The newspaper advertising cost us 
less than $200 but the free advertis- 
ing we secured in the way of straight 
news stories commenting on the af- 
fair was worth easily a couple of 
thousand dollars and will result in an 
increase of our sign business over last 
year. The clippings will give you an 
idea of what the stunt was.” 

This is how the announcement was 
covered by the press: 


HOW DENVER WOULD LOOK 
WITH THE LIGHTS OF 1900 


during the last two years. 


money will go to charitable purposes. 





OBJECT LESSON WILL BE GIVEN 


Nearly all the lights on Curtis street, between Fifteenth and Eighteenth streets, 


will be turned off four or five minutes, beginning at 8:10 o’clock tonight, so that the 
people of Denver can judge for themselves how the lighting of the city has developed 


While the principal lights are turned off the mysterious Mr. Bountiful of the 
Denver Gas & Electric company will walk up and down Curtis street. The first per- 
son who recognizes Mr. Bountiful will be given $50. If he is not recognized he will 
go to the Scholtz drug store, Sixteenth and Curtis streets, and give the money to 
E. L. Scholtz. Mr. Scholtz is president of the board of associated charities, and the 


Photographs of a back view of Mr. Bountiful have appeared in the advertisements 
of the Denver Gas & Electric Co. which were printed in The Post during the week. 

During the last two or three years Curtis street has become one of the best light- 
ed thoroughfares in the city. The gas company will demonstrate this by turning out 
all lights that have been put into use during the last few years. The regular street 
lamps will be lighted, so that no holdups will occur. 








On the following morning the pa- 
pers printed long accounts of the 
passing of Mr. Bountiful, who was 
not discovered and finally deposited 
his check in the appointed place. 
They also ran the picture of Mr. C. 


M. Stannard, of the company, who 
played the part; and gave con- 
siderable space to comparing the 
present illumination of the city with 
that of 1900, as shown by the lighting 
company’s demonstration. 
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Mr. Connally continues: paign on billboard lighting. Two 


“IT make it a point to keep close to 
the newspaper men of the city, as 
their friendship has done us more 
good in selling current than any oth- 
er influence I know. Whenever 
there is a chance to sandwich some 
good advertising in a news story we 
never neglect the opportunity and we 
always land. The friendship of the 
boys on the newspapers is also worth 
considerable in heading off ‘knocks’ 
which no company can stand and 
which puts them in bad with the pub- 
lic. 

“If you know anything about Den- 
ver you probably know that for sev- 
eral years we had a_ strong 
boosting sentiment and we have tried 


have 


to make the knocker as odious as we 
could to the public. We have been in 
the habit of frequently using our reg- 
ular newspaper space for an ad. 
headed ‘Bill Booster’s Letters to His 
Father.’ The idea is that Bill Boost- 
er came to Denver from an eastern 
country town and located with the 
light company. The letters are to his 
father and are devoted to boosting 
the city with a sentence thrown in 
about lights or cooking with gas. No 
direct mention of any kind is made 
about the company. For a long time 
the impression was that the newspa- 
pers themselves were running these 
letters.” 

These letters occupied a_ space 
three inches high and four inches 
wide, and in the upper corners were 
shown small cuts of Bill Booster and 
his father. On the accompanying 
pages we reprint the entire series of 
letters, with the cuts. 

Mr. Connally says in conclusion: 


“We are making a spirited cam- 


years ago we had less than fifty run- 
ning feet of this kind of lighting. 
Today we have 1500. I ascribe this 
great increase to a large bill board 
80x10 feet maintain in 
the heart of the business section. We 
figure that it is passed by 25,000 peo- 
ple a day. 


which we 


It has been the subject 
of much comment and it has shown 
up in such a striking manner that it 
has been the most forceful kind of 
advertising for billboard lighting. 
Of course we have sent out letters to 
the billboard prospects. In fact we 
keep after them in this way every 
month Two letters which 
we sent out recently showing a half- 
tone of one of the best lighted bill- 
boards 


or two. 


and resulted in twenty ex- 
Of course the 
letters were backed up by the Solic- 
itors. 


cellent contracts. 


“We think that our street lighting 
system—the one on the main thor- 
oughfares of the city—does much to 
advertise the city to visitors and of 
course we rightly figure that what- 
ever contributes to Denver’s growth 
does a great deal towards helping us. 
On that account we have labored 
hard to get artistic municipal light- 
ing. Fortunately we have a mayor 
who is in favor of lighting that is 
efficient and artistic. On 16th Street 
system of double arcs 
One of 
these is a dummy and while a little 
peculiar at night, it makes a gvod 
appearance in the daytime. Our 
lighting on Fifteenth Street is just 
being completed. 


we have a 
hung from artistic poles. 


The pole is a con- 
ventional design with one are and a 
small colored lamp which hangs a la 
dewdrop from the decorative portion 


fo werent 
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the bracket. The merchants on 


both of these streets are proud of 
this lighting and it has stimulated the 
majority of them to heighten the il- 
lumination by 


increasing their own 


ligthing.” 


The novelty of some of the meth- 


ods which have been employed by 


the Denver Gas & Electric Company 


in building up their commercial and 
street lighting loads, and the success 
that has attended their efforts, makes 
the subject one of especial interest, 


and worthy of study in detail. 




















No. 1 


Dear Pa—Well, here I am in Denver. It’s 
certainly a fine city and if I can’t make my way 
here I wont do anywhere but back in our little 
burg. You never saw people with so much life. 
They’re up and doing and a man who is idle 
soon feels pretty much out of place. All the 
people [ have met are nice to me. There is a 
big arch at the depot all covered with electric 
lights with the word ‘‘welcome’’ on it and from 
the way people act that sign means just what it 
says. My first night here I took a stroll through 
the business part of the city. It’s just the same 
as walking through the streets in the daytime. 
There are lights everywhere and a person is just 
as safe here at night as during the day. I don’t 
think I made any mistake when I decided to 
start out to make my fortune in Denver. To- 
morrow I start out to look for a job. I’m not 
going to be particular. No matter what I get 
I am going to start out with the intention of 
getting ahead. I'll write home every day. Yours 
with love, BILL. 


No. 2 


DENVER, Oct. 16, 1907. 

Dear Pa—I’m pretty tired tonight; all played 
out, but I’m the happiest man on earth. I got 
i job and I’m plum tickled to death about it. 
I did some tramping and got turned down in a 
dozen places before I struck the lucky one. 

Most of the people I saw looked over my letters 
of reference and told me they would keep me in 
mind, but I kept right on until I struck the Den 
ver Gas & Electric company. I was all brushed 
up in good shape, but I don’t know whether it 
was the way I looked or my kind of talk that 
struck the head man of the company. 

He asked me if I thought I could sell gas and 
electricity. It was a popper but I came right 
back at him by telling him I could do anything 
if he gave me a chance to learn how. 

He smiled as if he liked my style. He told 
me to come back and he would put me on with 
one of the men who was an expert at selling elec 
trie signs. I don’t know anything about elec 
tric signs except that they show a man’s name 
above the door at night, but I’m going to learn 
all about them. With love, BILL. 
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No. 3 


Dear Pa—This was the busiest day of my life. 
It was all hustle, bustle, whirr and buzz every 
minute from 8 o’clock this morning, when 
Scraggs, the crack salesman of the company, 
took me in hand. I wish you could meet 
Scraggs, father. He’s the most interesting man 
I ever met. 

As we walked down the street from the office 
he gave me a talk I'll never forget. He said 
that the man who didn’t do business on the 
square would get yanked up sooner or later, and 
that the best way for a man or a company was 
the honest way. 

It seems to be the best way for Scraggs. 
Every little while people would stop and shake 
hands and talk friendly with him. It was the 
same way when he talked electric signs. He 
told me that a dozen or so of the people he 
talked to would be ready for the sign as soon 
as they had time to attend to the contracts. <A 
man feels like a farm horse trying to keep up 
with a thoroughbred going along with Scraggs. 
His legs move almost as fast as his mind. Ill 
sleep to night all right. With love, BILL. 


No. 4 


DENVER, Oct. 17, 1907. 

Dear Pa—Making my start here was certainly 
the wisest step I ever took. I wish I came here 
a year ago, when we had that lecture on Denver. 
If I had | would now have enough money saved 
to invest to good advantage. Scraggs tells me 
that the past year has been the most prosperous 
in the history of the city. 

le knows it from the great increase in light- 
ing and the sale of gas. Every home built has 
gas for cooking and the only way the owners 
of old houses can keep their tenants is by put- 
ting in gas. 

And the people are educated up to the best 
in everything and the business men compete with 
each other in making their show windows as 
bright with lights and as attractive as _ pos- 
sible. It’s a matter of pride with them and it’s 
the kind of pride that makes money. I wish 
Mother and Amy could see some of the stores. 
It would be a big treat for them. I’m feeling 
fine and I like here better every day. With 
love, BILL. 
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No. 5 


Sunpay, Oct. 20, 1907. 

Dear Pa—I went to church today and heard a 
strong, powerful sermon. The text was, ‘And 
God gave Solomon wisdom and understanding 
ceeding much and largeness of heart even as the 
sand that is upon the seashore.’’—I. Kings, 4: 29. 
As I sat and listened I thought that the expres 
sion, largeness of heart, described the most strik- 
ing trait in the Denver population. The great 
qualities that lay beneath the true glory of 
Solomon were discussed and it was pointed out 
that a man must have those qualities to g°‘n 
genuine success. 

I took a long walk after church was ont. 
There is something about the sunshine and air 
out here that gives one an appetite for walking. 
You feel yourself throwing out your chest and 
storing up piles of energy. From what I have 
observed I think this climate makes human dy- 
namos more interesting and wonderful than the 
dynamos supplying the electric power for this 
great “City of Lights.”” With love, BILL. 


No. 6 


DENVER, Oct. 21, 1907. 

Dear Pa—I met a pioneer today who came to 
Denver when there were only a few houses here. 
It was just before the war. That sounds stranger 
than fiction, especially when you look around 
and see street after street of tall buildings and 
thousands of the finest residences imaginable. 

This pioneer owned one of the first business 
places in Denver and used tallow candles for 
lighting in those old days. Today his store is 
brilliantly lighted with electricity and an elec- 
tric sign that no eye can miss flashes his name 
to the public. 

From tallow candles to thousands and thou 
sands of electric lights is quite a jump, but it 
is the kind of jumps that Denver is taking. 
They have over 200,000 population now. It will 
be double that in five years. Tell you what, fa 
ther, I sometimes have to pinch myself good and 
hard to see if I’m awake or im dreamland. With 
love, BILL. 


No. 7 


DENVER, Oct. 22, 1907. 

Dear Pa—I know the old home is pretty com- 
fortable, father, and that you and mother and 
Amy would hate awfully to leave it and go to 
some other place, but I tell you I’ve had my eyes 
opened. We only exist in the country. We 
don’t live. 

Here is something that made me think that 
way. It sounds like a fairy story, but it is as 
true as Gospel. 

If you had a stove that you could put in any 
place in the house—carry it around, mind you 
and get a room warm and comfortable in a few 
moments, you’d open your eyes pretty wide, 
wouldn’t you? 

Vell, I saw a gas heater do that very thing 
in a house today. Scraggs took me along to a 
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house where he was putting one in and showed 
the lady how to work it. He first heated the 
parlor with it. Then he took it into the bath 
room and ended up by heating the bedrooms with 
it—all in about twenty minutes. Wonderful, 
isn’t it? If vou could only have one for the 
old home. With love, BILL. 


No. 8 


DENVER, Sunday, Oct. 27, 1907 

Dear Pa—I have been so busy for the past few 
devs that I have been unable to drop you a line. 
1oO 2 n’t be alarmed at all about the panic 
on Wall street. It hasn’t had the slightest ef 
fect here. 

Scraggs tells me that he did more business the 
past week than he did the same time last year. 
I know he did a whole lot, for I was with him 
all the time signing up a lot of merchants for 
additional lighting for the holidays. The busi 
ness men expect a better fall trade this year 
than ever. 

Talk about your crops back there, father. 
This state has them all distanced. Of course, 
Denver can’t help growing fast with these con 
ditions. And the mines are all working and 
nothing like a labor strike is heard of The 
outlook could not be better. I think my future 
is pretty bright. With love, BILL 


No. 9 


DENVER, Nov. 3, 1907 
Dear Pa—yYou made the mistake of not listen 
ing to Horace Greeley’s advice to go west when 
you were young but it’s not too late. Sell out 
the farm and grocery store and come to Denver 
I have my eye on a little ranch near Denver 
that will keep Ma, Amy and yourself comfort 
able for the rest of your days. You see the ce 
mand for garden truck around here is way ahead 
of the supply and I think it would be best for 
you to raise this kind of stuff 
At last the company has allowed me to strike 
off all by myself. Secraggs says I ean deliver the 
goods, which means that he thinks I'll be a good 
salesman. I have been working on Genuine ¢ 
Coke and in the past few days I have averaged 
ten tons a day. 3ut coke isn’t hard to sell as 
it seems to be popular with every family that 
has a furnace, a hot blast stove or a base burner 
The man who teaches people haw to use coke was 
with me With love, BILL. 


No. 10 


DENVER, Nov. 5, 1907. 

Dear Pa—Talk about your good fortune. Den 
ver has surely brought it to me I feel like a 
prospector who has just struck a rich pay streak. 

I have just been admitted to the Doherty 
School of Gas and Electric Practice, which means 
that in two years I ought to be able to effect 
ively direct any branch of the business or man 
age a whole concern. 

This school was established by Mr. Henry L 
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Doherty, president of the company, whose name 
is prominently identified with all the import- 
ant ap Seg a in gas and electricity. 

My first six months will be spent in the selling 
department, where I am now. After that I will 
spend a similar period in all other departments. 
I am making a fine start. Yesterday I man- 
aged to close contracts for two electric signs. 
The business men seem to think that this is the 
best direct method of advertising as the most 
successful use it. With love, BILL. 


No. 11 


DENVER, Nov. 10, 1907. 

Dear Pa—I appreciate your advice about sav- 
ing a good part of my salary each month, but I 
had already mapped out my plans along that line. 
I changed my boarding house the other day and I 
am better satisfied in every way. I am paying 
$6.00 a week for room and board. This doesn’t 
include my lunch, which I take down town, and 
which costs me about 20 or thirty cents. 

No, I’m not running out of enthusiasm. I get 
more every day. The company did a great busi- 
ness in October. Their business increased 20 
per cent over the same month last year. I ex- 
pect the increase this month will be just as 
big, as we expect to sell a large number of gas 
ranges to several apartment houses that will 
soon be completed. 

I expect to have nearly $100 saved by the end 
of the month and if you won’t object I’ll put it 
into gas stock here. At the present time it will 
pay nearly 9 per cent. Tell you more about it 
later. With love, BILL. 


No. 12 


DENVER, Nov. 12, 1907. 

Dear Pa—I am inclosing a statement about 
the company’s business for October which will 
show conclusively that I am not going to make 
any mistake in buying a few shares. Note the in- 
crease of 20 per cent in the business for October 
as compared with the same month of last year. 
You will also observe that the business thus far 
this year is 17 per cent greater than last year. 
It will continue at this rate of increase until the 
end of the year, because we have a number of 
large apartment houses to equip with gas ranges 
and electric light. 

Denver is growing very rapidly. Every busi- 
ness in it can’t help growing and _ prospering. 
And the people have the right stuff in them. 
When the people, the business men and the bank- 
ers stand shoulder to shoulder, as they do here, 
you have a combination that can’t be beat and 
that can laugh at the frenzied ones of Wall 
street. With love, BILL. 


No. 13 


DENVER, Nov. 13, 1907. 
Dear Pa—I never realized how it feels to be 
mixed up with big things until today. I went 
out with the power expert to figure with a big 
business house here on furnishing them current 


for lighting and power. They have their own 
private plant now, but we showed them with 
facts and figures how they could make a great 
big saving by using our current. 

They saw it our way, and if I do say it my 
arguments and figuring had a whole lot to do 
with closing the contract. The power expert 
says I am surely on the right track and that I 
am taking to this business just as if I were born 
to it. It is certainly great to be doing big 
things. 

I am sorry that I did not telegraph for your ap- 
proval in the matter of buying gas company stock 
I wrote you about. I don’t think I’ll be able to 
buy it for less than $75 a share unless I get 
word from you soon. People here are passing up 
Wall street and buying local securities. Write 
soon. With love, BILL. 


No. 14 


DENVER, Nov. 14, 1907. 

Dear Pa—I worked until 10 o’clock tonight 
and consequently will not take the time to say as 
much as usual. The illuminating engineer took 
me along over the whole business section to see 
where the dark spots were. The company had 
determined to wipe out these dark spots by put- 
ting light of some kind wherever they are. 
There are not many in Denver, as the city has 
more lighting for its population than any city 
in the country. That’s one reason why it’s such 
an orderly city. Crimes are not committed 
where there is much light. 

I worked on gas heaters most of the day. I 
sold ten and could have sold more if I had had 
the time to get round. You see, the weather 
is so fine at this time of the year the people 
don’t have to run their furnaces. A gas heater 
is all they need. By lighting it a few moments 
they can take the chill out of the air and make 
any room comfortable and warm. With love, 

BILL. 


No. 15 


Dear Pa—I want to thank you for telling me 
to go ahead and use my own judgment in buy- 
ing the stock of the gas company. I have 
bought two shares, which will pay me 9 per 
cent on the investment. I am sorry, however, 
that you think, as a great many people do, that 
we should wait until the situation clears up 
over the country. 

Why, father, don’t you see that if a great por- 
tion of the population thought that way there 
would be millions and millions tied up in strong 
boxes earning nothing? If the people will put 
that money in the banks or in good securities 
there will be money available to carry on the 
great volume of business of the country. I don’t 
know much about finance, but I have faith in 
what the great men of the country say, from 
President Roosevelt down. They tell us not to 
hoard our money. You always thought that the 
people would never make a mistake in follow- 
ing Teddy’s advice. Why don’t you stick by 
him now? Why don’t all his followers heed his 
advice? Everything will come out all right if 
they do. With love, BILL. 
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Here is a Dollar Idea! 


R. L. Lloyd, of the Philadelphia Electric Co. 


It 1s pretty generally conceded that every dog has his day. So has every 
individual proposition that the solicitor handles. There is a psychological pe- 
riod in every man’s business when as a result of conditions peculiar to his 
business or weather or season or what not, his mind is in a particularly recep- 
live attitude toward any proposition which makes for increased efficiency, 
economy, decreased fire risk, absence of heat, or freedom from personal re- 
sponsibility and worry. At such times the solicitor has the best chance to reap 
a harvest. 


The sales force therefore should work over their entire prospect file and 
line out the time at which the various lines of business should be canvassed. 
For instance:— 


Look after horse shoers for forge blowers about the time of the first 
frost, and later when the streets are icy. That is their busy season. 

The printer is busiest in the fall. Talk individual drive while his sales 
are running large. Show him that the change is easy and the increase of out- 
put large. 

Vacuum cleaners have their maximum popularity in late spring. 

In May the ice cream maker sees big business ahead and prepares for tt. 
He can use motors. 


The jeweler needs the motor lathe most in the late fall and early winter. 

Soda fountain charging apparatus requires little sales argument in the hot 
July weather, when the heart of the soda man ts tired. 

Christmas tree outfits should be pushed during those last few days when 
the evils of procrastination are being felt and any suggestion is welcome. Per- 
colators, heating pads, portables, trons, cigar lighters, and stoves are good sug- 
gestions also. 

Get out with a wagon and a load of fans when the humidity breaks rec- 
ords and the sun sinks in, and make a house to house canvass. 

Take each prospect and classify him in this way and hit all at the same 
time. They will get to thinking and talk it over among themselves. 

You will find that there is always somebody who is in his active period, 
and the year around you will be working with prospects who can not say “This 
is my off season. Wait.” : 








Your Dollar Ideas ? 





Send them in! 













































UCH has been 
read 


written and 


about solicitors’ meet- 

ings and various systems of 
organization in the new business de- 
partment. It is now pretty generally 
agreed that the training and educat- 
ing of the new business force makes 
commercial growth than 
any amount of unsupported advertis- 


more for 


The corn 
may be planted in the ground but if 


ing and general publicity. 


the soil has not been ploughed and 
harrowed in preparation and if the 
young shoots are not cultivated the 
crop will fail to bring full returns. 

Just so if the way of the central 
station is not paved by personal con- 
tact with the people and if the solicit- 
ing force does not intelligently sup- 
port the claims of the advertising, 
and take advantage of all favorable 
sentiment created by this publicity, 
small results are accomplished. 

In recognition of this fact long 
strides have been made of late years 
in the development of the solicitor as 
an active, intelligent agent, working 
toward this end. Many managers of 
central stations have organized their 
deliberative bodies, 


solicitors into 


meeting daily, weekly or monthly 
for the consideration of such topics 
pertaining to their work as may be 
current. 

These meetings have mainly taken 
the form of instruction by the chief 
and discussion by the men of daily 


happenings and a general considera- 
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tion of such problems as may con- 
front the individual solicitors, and 
that the results obtained from this 
work more than justifies the time and 
labor expended cannot be questioned. 

Mr. E. R. Davenport, Sales Agent 
of the Narragansett Electric Light- 
ing Company of Providence, R. I. 
contends, however, that if the fullest 
benefit is to be obtained from solici- 
tors’ meetings, the men should be 
called upon to go deeper than mere 
discussion. 

Mr. developed = an 
agents’ organization that has proved 


Davenport 


itself of great value, and each man 
has been called upon to present care- 
fully prepared papers on such sub- 
jects as are his specialty but which 
are of well nigh equal value and 
interest to the entire force. 
a paper a 


To write 
man must study his sub- 
get down to the ground 
up, and it leads to his 
discovering many things that would 
have been lost to mere discussion. 
No man willingly goes before his 
fellows with 


ject, must 


and work 


much worse 
than his best, and the results obtained 


a paper 


in this way by the Narragansett men 
are extremely creditable and of the 
greatest practical value to their whole 
organization. 

The two papers which follow were 
prepared and presented by members 
of Mr. Davenport’s force and are un- 
doubtedly the product of a _ good 
many hours of careful study. 
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Electric Heating From the Salesman’s 


Viewpoint 


By F. S. Roor 
Soticiror, NARRAGANSETT ELectrIC LIGHTING COMPANY 
PROVIDENCE, RHODE ISLAND 


HE salesman handling electri- 


cal heating apparatus has a 

somewhat different proposi- 
tion than the man selling light or 
power for the same company. 
The latter slips his price list into 
his pocket and is ready for busi- 
ness, but the former must carry 


his merchandise with him, for expe- 
rience has shown that far more busi- 
ness can be secured through actual 
demonstration than by the use of any 
kind of description 
or illustration, 
however good. 
Also our last sum- 
mer’s house to 
house canvass with 
a buggy load of flat 
irons proved that a 
trial easiest 
obtained by leav- 
ing the 


Was 


prospect 





agent or an introducer of furniture 
polish, so she either does not answer 
the bell at all, or else has a “turn- 
down” speech all prepared for him. 
Even when he succeeds in getting in, 
he has ahead of him more calls on 
his prospect than has a salesman in 
With them, once 
the application is signed, no more 
whereas with the 
signing of the trial card, the heating 
man’s calls are just begun. 


other electrical lines. 


calls are needed, 
He must 
least 


once, and general- 


go back at 


ly more than once 
out 
trial. In many 
cases the trial has 


to close the 


to be extended and 


more calls made 
the article 
is sold, and even 


then 


before 


his dealings 





article 
have just 
demonstrated to her, besides it saves 
one call. 

So . the must 
carry with him a heavy valise even 
though it earns for him the title of 
“tin peddler” 


the 
you 


very 


heating salesman 


from his fellow sales- 
men and sometimes makes it harder 
for him to “get in” to see his pros- 
pects. The occupant of the house, 
seated at an upper window, sees him 
approaching, espies the grip and im- 
mediately sizes him up as a_ book 


Salesman’s Kit 


with the customer 

are not ended. 
She is sure to want a longer cord, 
or to lose a leg from a flat iron 
stand, or to have a burn out, and all 
of these mean additional trips for the 
salesman. 

To be sure, we have recently done 
away with most of the repair calls by 
having the customer return the burnt 
out article, repairing it ourselves, if 
possible, and then notifying the own- 
er to call at the office for it; still I 
believe the calls on a heating custom- 
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er will average double those on light 
and power users. 

Although heating business may be 
hard to get, it is well worth the trou- 
ble. 


for at peak prices, or in other words, 


It is essentially a day load paid 


it is power business at lighting rates 
—an ideal combination from the cen- 
tral station standpoint. It means no 
expense to the company for installa- 
tion or house connections, as heating 
goods are almost always connected to 
an already existing lighting circuit, 
and there is no expense of mainte- 
nance or renewals as in the case of 
lamps. Of course there are repairs 
to be made, but after the first year 
this expense must be borne by the 
purchaser. Finally the cost of meter 
reading and collecting bills for cur- 
rent consumed by heating goods do 
not have to be considered, as the col- 
lector and the meter reader have to 
call on the customer for his light or 
power bill any way. 

If you should step into a custom- 
er’s kitchen and discover a cluster of 


nine sixteen candle power lamps 
burning in broad light of day 

> Q - 
wouldn't you think it was pretty 


good business for the electric light 
company? This is practically what 
happens for three or four hours ev- 
ery week in the eight hundred homes 
flat 
would be 


electric 
You 


delighted to see a man turn on nine 


on our service where 


irons are installed. 
lamps to see to eat his breakfast by, 
or eleven lights to shave by, but the 
bread toaster and water heater look 
innocent enough and you don't real- 
ize the income they are bringing in. 


Perhaps you are thinking, “But 
these things are used only in the hot 
weather.” If so, you are mistaken. 





have been 
making inquiries among our custom- 


lor the past month, I 


ers, and with most gratifying results. 
Previously, I had supposed that per- 
haps twenty-five per cent of the irons 
on our service were used in winter; 
[ now think that fifty per cent would 
That is, half of the 
irons sold are used just as often in 


be nearer right. 


cold as in hot weather, and of the re- 
mainder, at least half are used occa- 
when the 
kitchen fire is low or somebody is in 


sionally in winter time 


a hurry. Indeed it is only among the 
least wealthy of our customers that 
the flat iron is relegated to the top 
shelf when the range is started up. 
As regards other forms of heating 
apparatus, I find them used quite as 
The 
electric radiator is essentially a cold 
but 
dishes, coffee percolators, and heat- 


much in cold weather as in hot. 


weather proposition, chafing 
ing pads are used even more in win- 
ter than in summer while water heat- 
ers, curling iron heaters and toasters 


As for the 


quart water heaters, there are several 


are used quite as often. 


customers who use them more than 
once every day in the year. As re- 
gards bread toasters, a customer told 
me that they had electrically cooked 
toast every morning the whole year 
the 


“This is going some.” 


round. To use slang phrase, 
A considerable part of the heating 
this 
Many of the wa- 


apparatus sold by company is 
used industrially. 
ter heaters and all of the sterilizers 
on our service are used by doctors 
We have placed flat 
makers, 
stampers of embroid- 


banks, 


milliners, 


and dentists. 


irons with tailors, corset 


dressmakers, 
men’s 


ery, photographers, 


furnishing stores, and in 
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dye works. There 
are ten electric 
branding irons 
operated several 
hours daily by 
Providence meat 
packers. Sealing 
wax pots have 
been placed with 
jewelry manufac- 
turers, and glue 
pots with the car- 
penters and book 
binders. Stoves 
and hot plates are 
installed in hat 
cleaning establish- 
ments and with 
comb setters, es- 
pecially the latter. 


Last of all, there are electrically heated 
press heads and laundry rolls. All of 
these industrial heaters are used sum- 
mer and winter alike. 

In considering the sale of heating 

















Electrically Heated Press Head 


the records, 


goods, it must not 
be forgotten that 
in our territory 
there is a_ profit 
from the goods 
themselves with 
the single excep- 
tion of flat irons. 
In the winter time, 
when the heating 
department shows 
the lowest current 
consumption, may 
be the very time 
when the sales 
profits are largest. 
Then is the time 
when chafing 
dishes, percolators 
and heat pads are 


sold, all bringing in a substantial profit. 
There is an income from heating 


goods that does not appear on any of 


from the current 


consumed during unsuccessful trials. 








Electrically Heated Laundry Roller 
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In the case of flat irons, the customer 
has one for at least two weeks on 
trial, and the chances are that if she 
does not intend to keep the iron, she 
will at least get all of the use out of 
it she can before it is taken away 
from The from this 
source is larger than you might think. 
Take the flat iron once more. 


her. income 
Sup- 
pose we allow one thousand unsuc- 
cessful trials, which considering that 
hundred 
conservative esti- 


we have sold about eight 


would be a 
mate. In the 


irons 


two weeks or more 
each iron was on trial it would un- 
doubtedly be used four hours. As 
iron 450 watts this 

1800 watt hours each, 
or 1800 kilowatt hours for the thou- 


sand 


each consumes 


would mean 


trials, which at fourteen cents 
per kwh means $252 income from un- 
trials of flat 


I'll admit this is a very small amount 


successful irons alone. 


dollar 
concern, but “every little bit helps.” 


of money to a four million 

Now let me see what other electric 
lighting companies are doing in the 
line of electric lighting. A few ques- 
tions were put to seventy-five large 


central stations and the following is 
part of the information thus obtain- 
ed. 

Forty-seven of them (62 per cent) 
are doing something to obtain heat- 
ing business; forty-four conduct flat 
iron campaigns, and twenty-five have 
salesmen for this line of 
Of twenty-seven companies 
who spoke of current consumption of 
flat irons, eighty per cent placed it at 
from 60 to 84 kwh per year, or an 
average of 72 kwh annually. At our 
rate of fourteen cents per kwh this 
would 


special 


: ; 
goods. 


income of 
$10.08 for each iron on our service. 


mean a_ yearly 
As regards the income from coffee 


percolators, fourteen answers were 
ceived, fifty per cent of them placing 
the yearly consumption at 65 kwh or 
almost as much as flat irons. 

These answers coming as they do 
from over the 


electric lighting 


stations all 
that 
companies are awakening to the im- 


central 
country show 
portance of securing electrical heat- 
ing business. 

Electric heat has certainly come to 
Stay. 





has taken up his quarters. 


the Barber.” 





Will this Sign Bring Results? 


In an old-fashioned stone building, known a century or more ago as 


the “King of Prussia Inn,” an enterprising tonsorial artist named Hug 


Determined to be up-to-date, he had a large, 
attractive electrical sign hung over the door, and is now wondering why 


sO many women congregate to read the sign. The inscription read “Hug 
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Electric Power vs. The Steam Engine 





A Paper by J. E. Gray, Solicitor Narragansett Electric Lighting 
Company, Providence, Rhode Island 


T is not my intention in present- 

ing this paper to lay before you 

a treatise on electric power but 
rather to point out to you a few ad- 
vantages of the electric 
over the mechanical 
drive. 

In the first place it 
might be well to say 
that in plants of over 
50 hp. and a load factor 
above a certain critical 
point, the steam engine 
can produce a_ brake 
horse power cheaper 
than most central sta- 
tions are willing to fur- 
nish an equal amount 
of electric current. 
How,then, can we hope 
to sell motors at these 
plants? Because in very few plants 
is this critical point of load factor 
reached, and because the power user 
is not interested in the cost per brake 
horse power but in the cost of power 
delivered to his machines—that is, 
the power expended in useful work. 

In all steam plants, a certain pro- 
portion of the power delivered by 
the engine is wasted. This may vary 
from 20 to 80 per cent of the total 
power. In cases where there is a 
single prime mover it is necessary to 
employ shafting and belts to trans- 
mit the power to the various ma- 
chines. In large installations consil- 
erable power is expended in over- 
coming the friction of long heavy 
shafting and belts. This loss is con- 








eS. 


stant while the plant is in operation 
whether or not any power is being 
used in actual production. 

It is quite common to indicate an 
engine with only the 
friction or shafting load 
and to consider the 
power found thereby to 
be the constant loss. 
This is not true, as 
when power is being 
transmitted to the ma- 
chines the belts exert 
a stronger pull on the 
shafting, which increas- 
es the friction. The 
amount of this increase 
cannot be determined. 
These losses can be al- 
most entirely eliminat- 
ed by attaching an elec- 


Gray 


tric motor to each machine, and de- 
creased to a large extent by dividing 
the machinery into several groups, 
each driven by a motor, thereby 
avoiding the use of large shafting 
and belts. The extent of subdivision 
is determined by the expense of the 
motor installation, the most econom- 
ical point being reached when the 
fixed charges on the motor installa- 
tion equal the saving in operating 
expenses. 

With the individual motor drive, 
from 75 to 90 per cent of the power 
delivered to the motor is transmitted 
to the machine. This being true of 
each machine, it is, of course, true of 
the entire plant. Where a_ large 
number of small machines, such as 
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sewing machines, looms, small ma- 
chine tools, ete., are in almost con- 
stant operation the group drive is us- 
ually preferable to the individual mo- 
tor. An exception to this might 
arise where the output could be in- 
creased or the quality of the work 
improved by the adoption of the lat- 
ter system. 

In nearly all manufactured arti- 
cles, the cost for power used in pro- 
ducing the article is a small propor- 
tion of the total cost, usually not 
more than 5 per cent, sometimes less. 
Taking this fact into consideration, 
it can readily be seen that a manu- 
facturer can afford to pay more for 
power, if by so doing he can increase 
his output and so decrease his labor 
cost per unit even to a small extent, 
For instance, if at a certain plant the 
cost of raw material was 15 per cent, 
the labor and fixed charges 80 per 
cent and the power 5 per cent of the 
total cost of production, an increase 
of 25 per cent in the cost of power 
would be balanced by an increase of 
a little less than 1.5 per cent in pro- 
duction figuring that the goods were 
sold at cost, and by a constantly de- 
creasing percentage as the profit in- 
creased. This increase in production 
can actually be accomplished by the 
installation of electric motors, owing 
to the avoidance of belt slip, ability 
to operate machines at speed of max- 
imum production, saving of time 
consumed in shifting belts on cone 
pulleys, etc. It is sometimes claimed 
that belt slip can be avoided by prop- 
er proportioning of the pulleys and 
belt tension. This is impossible, as 
a certain amount of slip occurs when 
a belt is transmitting power. This is 
an inherent characteristics of belts 
and cannot be eliminated. 


In the textile industry, an increase 
in production is gained by the em- 
ployment of a steady power, such as 
the electric motor, owing to the de- 
crease in the stoppages due to brok- 
en threads, and the higher speeds at 
which the machines can be run. In 
the Warwick Lace Works, which has 
recently been connected to our lines, 
owing to the uniform speed of the 
motors, they have been able to in- 
crease the speed of the lace machines 
several revolutions per minute above 
that of a similar plant using a steam 
engine and belt drive. As the plant 
has been in operation only a short 
time, it is impossible to state definite- 
ly the increase in production due to 
this change. 

The adaptability of the electric 
drive to partial or overtime produc- 
tion is another point in its favor. In 
nearly all plants it is necessary, at 
times, to operate part of the plant 
after the regular closing hours. With 
a steam drive plant this is very ex- 
pensive, as the shafting losses and la- 
bor charges are the same as during 
full production. With electric drive, 
the shafting losses would be only 
that of the group in operation, and 
the only labor required would be the 
operatives on the machines. 

There are many other advantages 
to the electric drive other than the 
saving in operating expense. The 
work of designing the factory and 
laying out the shafting is greatly 
simplified. Often it is desirable to 
arrange the machines so as to take 
advantage of natural illumination, or 
to simplify the handling of the raw 
and finished product. This is often 
impossible with belt drive without 
adding many complications. No 
difficulties are encountered, in this 
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respect, where the electric drive is 
employed. Lines of shafting can be 
installed wherever desirable and ex- 
tending in any direction, each oper- 
ated by a motor. This arrangement 
offers excellent opportunities for 
keeping account of the expense of 
power for each department. In or- 
der to do this, it is only necessary to 
install recording and indicating in- 
struments on each motor circuit, or, 
if the expense of this seems too great, 
portable instruments which can be 
connected to any circuit in a few 
minutes. By the use of these instru- 
ments the power used at any time or 
for any period can readily be deter- 
mined. In this way any fault in 
shafting or machines is_ located, 
which might otherwise go unnoticed. 
Motors are often installed on the 
wall or ceiling, thus saving the space 
which, in mechanically driven estab- 
lishments, is required for shafting 
and belts. This space can be used 
for the installation of productive ma- 
chinery. 

Assuming that the foregoing argu- 
ments are sound and that the electric 
drive is superior to the mechanical 
drive, the question naturally arises 
whether the current should be gen- 
erated on the premises or obtained 
from a central station. In most 
plants, unless the load factor is high, 
or a large amount of steam is needed 
for heating purposes, the central sta- 
tion should be able to compete with 
almost any size installation. Aside 
from the cost there are advantages in 
buying current rather than generating 
it; the most important of which is 
the greater reliability. Owing to the 
first cost and the fixed expenses, it is 
seldom practicable for an_ isolated 





plant to install duplicate equipment, 
without which any accident such as a 
burn-out of, the generator means a 
shut down of the entire plant for sev- 
eral days. The central station has one 
or more spare units, depending on 
the size of the station and the nature 
of its load, which are kept in readi- 
ness and can be started and connect- 
ed to the outside circuits in a few 
minutes; indeed, a breakdown of one 
of the units would probably not be 
1oticed outside the station, as the 
overload capacity of the machines in 
operation would take care of the ex- 
tra current until another machine 
could be thrown in. 

When installing an isolated plant, 
it is impossible to provide for both 
present and future needs. Either a 
larger plant than is required for im- 
mediate requirements is_ installed, 
which means poor efficiency until 
some contemplated enlargements are 
made, or a smaller one is installed 
which may be out-grown in a short 
time and discarded or enlarged at 
great loss. Then again the isolated 
plant can hardly afford to install 
from time to time the more efficient 
apparatus which is continually being 
placed on the market. The central 
station, owing to its constantly in- 
creasing load, must install additional 
capacity which of course is of the 
latest design, the older machinery 
being retained for emergencies and 
peak loads. The customer gets the 
benefit of the newer machinery in the 
form of reduced rates; while with a 
private plant the tendency is in ex- 
actly the opposite direction. 

Many firms today recognize the 
advantage of having their own fire 
fighting apparatus and are installing 
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fire pumps. . With a steam pump or 
an electric pump supplied from a 
private plant, it is necessary to main- 
tain a steam pressure in the boilers 
at all times. An electric pump sup- 
plied from the central station is al- 
ways ready to start, costs nothing 
when idle and saves the services of a 
fireman when the plant is shut down. 

The business of a mill or factory 
is the manufacture of 
not 


merchandise 
the generation of power. 
The attention of the manager should 


and 


be given to obtaining the maximum 
output at the minimum cost and sell- 
ing to the best Many 
managers when they receive slightly 
larger coal or electric bills than usual 


advantage. 


immediately begin to figure how they 
After 
spending much valuable time, they 


can decrease the power cost. 


possibly cut down this item 10 per 
cent and then congratulate them- 
selves on their business ability. They 
forget, as we have pointed out be- 
fore, that an increase of say one-half 
of 1 per cent in production would 
have netted more profit. It would 
seem better to contract with an elec- 
tric company for their power and to 
devote their own time to a business 


The 


central station manager doesn’t spend 


with which they are familiar. 
his time making cotton goods; why 
should the cotton goods manu factur- 
er spend his time making electricity ? 

The power solicitor should have a 
good knowledge of steam and inter- 
nal combusion engines, especially the 
latter, as it is with this type of en- 
gine that we will probably have to 


compete most in the future. Learn 


the cost of operating them and their 
advantages and disadvantages. At 
the same time do not forget to learn 
the many more advantages of the 
electric motor. Study the applica- 
drive to different 
lines of business, and in talking to a 


prospect be able to cite others in the 


tion of electric 


same line of business who are using 
electric motors and find them satis- 


factory. Impress upon the mind of 
the prospect that our price is exact 
while that of the engine man is an 
estimate based upon more or less un- 
reliable data. In quoting prices 
avoid, if possible, the cost per horse 
power per year. This is not suggest- 
ed with the idea of deceiving a pros- 
pect, but simply owing to the diff- 
culty of explaining to the layman 
the difference indicated 
horse power and an electrical horse 
power. He has probably heard of 
steam power at from say $40 to $50 
per hp. per year and it is hard to 
convince him that electric power at 
Probably 


the best way of quoting prices is to 


between an 


$56 per year is cheaper. 


give, wherever possible, an estimate 
of the monthly or annual cost. 

[ have spoken briefly of only a few 
of the advantages of electric power; 
there are many others, but neverthe- 
less there are a few plants where 
the electric drive would not be desir- 
able. Do not endeavor to install it at 
these places. Always remember that 
from a central station point of view 
a satisfied customer is a motor sales- 


man and a dissatisfied customer an 


engine salesman. 
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A Letter From Spokane on the Free Sign 





Question 


By Mr. M. 


C. OsBorn 


THE WASHINGTON WATER POWER COMPANY 


HE following letter has been 
received from Mr. M. C. Os- 
born of The Washington Wa- 
ter Power Co., Spokane, Washing- 
ton, in answer to an inquiry from us 
asking for more information as to 
the policy and experience of the Spo- 
kane Company in the matter of elec- 
tric signs. 
Mr. Osborn touched on the matter 
lightly at the Convention as many of 
our readers will doubtless remember. 


demand. With signs placed on flat rates, we 
have a financial interest which is based on 
one year’s contract with an average load 
factor, as above stated, of 30 per cent 
against a 12% per cent load factor for signs 
in operation previous to June 1, 1907. The 
value of this control over signs is still fur- 
ther emphasized by the fact that during a 
recent reform movement, saloons were 
closed on Sunday, which if on a meter, 
would be a loss of one-seventh of the reve- 
nue thus obtained.” 

As you say, the ideas behind this policy 
are numerous and I will endeavor to give 
you some of our reasons as to why we be- 
lieve it to be good business to participate in 
the expense of installing signs. In all cases, 
the installation of a sign is additional busi- 





A 94-Foot 


June 15, 1908. 
Frank B. Rae, Jr., 

Publisher “Selling Electricity.” 

74 Cortlandt St., New York, N. Y. 
Dear Sir :— 

Your favor of June 3rd just received. | 
was fortunate in having the stenographer’s 
proof of what I said at the convention re- 
garding signs arrive in the same mail or I 
would have been unable to intelligently an- 
swer your letter. , 

In a paper to Mr. Tidd, as sub-editor of 
the paper on “The Evolution of New Busi- 
ness Building,” a copy of which is on file 
with our official stenographer in New York, 
I said that 29 per cent of the expense of the 
Commercial Department was for free work 
in hanging signs. Later on the following 
appears: “The apparently large expense 
for the free installation of signs might be 
explained as entirely due to local conditions, 
it being the previous policy of the company 
to operate signs on a kilowatt hour rate and 
$5.00 monthly minimum, without regard to 


Spokane Sign 


ness with present consumers, consequently 
there are no construction costs, as is the 
case in all other new business secured and | 
can safely say that while the hanging of 
signs and running of feed for the same will 
cost all the way from $60.00 to $250.00 each, 
depending upon the character of sign, length 
of feed, etc., the cost per kilowatt hour for 
the current sold is less than for any other 
character of new business secured and we 
gain control of the load factor, which is an 
average of 30 per cent in Spokane. Central 
stations who are in the business of selling 
signs for the purpose of increasing the sale 
of current, must necessarily go after the 
business with a load factor, particularly so 
in water power plants. The ordinary con- 
sumer in a medium sized city, if left to his 
own ideas, would not consume enough to 
give us a rate per. kilowatt that would any 
more than pay the station its costs incident 
to peakloads. The expense incident to this 
policy on the part of the company is 40 per 
cent or .18c. per kilowatt hour of first year’s 
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revenue, as shown by the accounts, while 
the policy of most companies is to take busi- 
ness that will retire the investment in four 
years. 

Our record here on some 180 signs and 
outlines during the past year, shows that 
we have more than made up the expense of 
our financial interest in the signs in the in- 
creased load factor. The accumulative val- 
ue of this business is self-evident. Another 
reason for participating in the expense of 
installation is that there is nothing that 
strikes the prospect so favorably as when 
you come to him with a definite proposition, 
not only as regards the operating rate, but 
the cost of installation. As before stated, 
signs cost from $60.00 to $250.00 to hang. 
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DRUGS 


hanging of signs in relation to those already 
in place. 

The need of central station control of the 
character of signs to be placed is empha- 
sized by the fact that our interest in the 
prospect does not begin until after the sign 
is sold, so that the consumer believes we 
are selling him the right sign. This charac- 
ter of business is the only business in con- 
nection with a lighting company that can 
be collected for in advance and assures a 
definite and uniform income. Furthermore, 
these accounts are collected with less an- 
noyance to the consumer than any other 
class of business. By reason of having a 
separate bill for the sign and display light- 
ing, the consumer charges this account 


DURKIN | 
WHISKIES 
WINES 


A Block in Spokane 


The uncertainty as to what the installation 
costs will be, very often prevents a sale and 
I cannot too strongly emphasize the value 
of being able to submit a definite proposi- 
tion; in other words, the preapproach must 
be prepared before endeavoring to inter- 
view the prospect; particularly is this the 
case in entering a new territory. If we can- 
not sell the sign irrespective of the cost of 
hanging, we have no definite proposition to 
make. 

Another strong point in favor of flat rates 
with a financial interest upon the part of 
the central station, is the control of the 
hanging of these signs which should have a 
very high safety factor, the sign expert hav- 
ing a keen judgment of consumers’ needs 
and actuated by a spirit of fairness in the 


where it should be charged, to advertising, 
rather than for lighting as would be the 
case were his sign on the store meter. With 
central station control, the candlepower of 
the lamps can also be regulated; in other 
words, a uniform sized lamp, say 3 cp., no 
matter what the character of the sign, 
whether it be a grooved, raised or flat let- 
ter, or outline. 

The flat rate habit for display electricity 
makes those already on a meter a better 
load factor by reason of following the pro- 
cession. Signs on flat rates with a 25 per 
cent load factor increase the load factor of 
window and interior lighting. Another 
point is that we secure more business where 
the installation costs are reduced by reason 
of our dividing the costs with consumer. 
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A Voltage Drop Detected by Camera 


I consider it good policy in connection 
with the sign business not to have too many 
propositions to offer the prospect; in other 
words, to have one character of sign and 
push it, as I stated before, with a definite 
offer. If you have too many propositions, 
the prospect is liable to be undecided in 
making his selection, where too many char- 
acters of signs or displays of lighting are 
presented. 

It might be interesting to relate a record 
kept of lamp renewals in a sign since Janu- 
ary 1, 1908, having been in service three 
months previous. The sign contains 162—4 
cp. lamps, consuming 5 watts per cp., tested 
by the Association of Edison Illuminating 
Companies’ Lamp Testing Bureau. This 
sign, burning six hours per day, has run 24,- 
624 lamp hours, consuming 2,955 kw. hours 
on a renewal of five lamps. I might state in 
connection with this that our regulation is 
within 2 per cent. 

Trusting the above information will be of 
some use to you and that if I am quoted in 
any way you will kindly send me marked 
copies of your magazine, I am 

Yours very truly, 
M. C. Osporn. 


The accompanying photographs 


BURN Your NAME UPON ° 





A Spokane Pure Food Show Exhibit 


show a number of Spokane signs. 
The Gilt Top Bottle Beer sign is five 
feet high and ninety-four feet long. 

In the street scene there are thir- 
teen signs within scope of the photo- 
graph, though unfortunately but nine 
were burning at the time the picture 
was taken. 

The Boston Dentists’ sign is par- 
ticularly interesting as showing a 
very considerable voltage drop in the 
word “Boston”. This was not par- 
ticularly noticeable from the street, 
Mr. Osborn says, but was shown up 
very clearly by the camera and cor- 
rection was made at once. 


The Your 


Public Eye sign 


the 
the 
Washington Water Power Co. exhib- 
it at a local pure food show. 


Burn Name_ Into 


was used at 
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The country is full of perfectly good ideas—ideas that blossom 
for a day in some obscure corner and then die. They are like 
hoarded money—no good to the man who has ‘em or to anybody 
else. 

We have decided to put such ideas to work—get ‘em into 
circulation. 

This is our Threat! : 

We will pay you One Dollar in Real Money, (if you are a 
subscriber to SELLING ELECTRICITY or give you a year’s subscrip- 
tion if you are not yet on the Band Wagon) for each and every 
honest Brain Throb that you send us. 


Provided:— 
That it deals with the Central Station Commercial Problem: 
That it is in your opinion a ‘good hunch”’: 


That it is probably something which has not occurred to the 
rest of us: 


That you have had sufficient confidence in it to try it out 
yourself: 


That it is reasonably young and healthy. 


We ask this question: Why should you refuse to let the world 
have your second-hand brain throbs when you can cash them in at 
one plunk each. 


Don’t try to answer. Turn your energy to grinding out a 
Dollar Idea, and send it in. 


Some minds evolve many Dollar Ideas, some one, cr 
some none. Weallcan’t do the same work inthe same way. “v7 ~ 


yy 


a 


If you yourself have turned some trick where you 
know a certain line of argument won, and a wrong 
move would have lost, perhaps it is a Dollar Idea. 
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The Scheme 
Boiled Down 


What we are looking for are ways to hit the nail on the head 
without wearing out the hammer, short cuts that save time without 
sacrifice of scenery, little schemes for taking advantage of such cir- 
cumstances as may aid in accomplishing our end. 


Being in the right place at the right time is perhaps the strong- 
est factor in any salesman’s success, granting always that he must 
have the right arguments and. ability to support his position. And 
it is far from being all luck and chance, for is it not possible to study 
your proposition, that you may know this right place and when to 
occupy it? 

Whether you are contemplating the Theory of Evolution or 
whether you are trying to dam a brook with mud, it is an ever 
present truth that the line of least resistance determines the course 
of all action. 


The easy way is always the right way, provided that the results 
accomplished are identical. 

When a solicitor converts a prospect to the use of electricity 
for light, heat or power he overcomes the opposition through the 
line of least resistance. 


The schemes by which the commercial man may save himself 
unnecessary labor, mental or physical, or employ such suggestive 
short cuts, tact and ingenuity as may apply to arousing personal 
interest in his proposition, and laying bare the point of least resist- 
ance in his prospect’s armor of unbelief, are the measure of his 

ability, his vigor, his strength. 
Such schemes are real Dollar Ideas. 


Read the concrete illustrations on pages 267 and 
285. Real Dollars have been paid for these Ideas. 
They are worth it. 














A Parable and an Interpretation 


for Solicitors 


By 


NCE upon a time in the days 
of 


philosopher 


ancient Greece a learned 


entered into a 
contract with a certain youth, by the 
terms of which the sage was to im- 
part unto his disciple as great a 
knowledge of the law and the science 
of argument, and oratory as he, the 
aforesaid youth, could conveniently 
assimilate. And it was agreed be- 
tween them that there should be made 
over to the master a certain sum of 
money, in return for his teaching, 
one-half of the amount to be deliv- 
ered at once and the balance to be 
due and payable when the young man 
should have won his first case in the 
Court of Law. 

But it came to pass that after sev- 
eral years had been spent in patient 
study the part of the pupil, 
wherein the venerable man of learn- 


on 


ing had used full care and honest 
pains, to carry out the obligations of 
his contract, it became quite appar- 
ent that although marked progress 
had been made, still for each deep 
thought that the philosopher 


would drive into the pupil’s head, at 


wise 


least one other grain of wisdom was 
forced out. 

Whereat 
work was done, times were hard (for 
had not the the court 
played and plashed these five months 
without 


the master saw that his 


fountain in 


gone perfume?), and he 
needed the money. 
Therefore he summoned his disci- 


ple, and bestowed his blessing and 


EarRL E., 


W HITEHORNE 


said, “Go thou out into the world, my 
son, for behold my work is done,” 
and he intimated, quite incidentally, 
that when the youth should win his 
first case at court, the joy bells should 
be rung. 

But time passed by and the youth, 
being of a frugal mind, frequented 
the courts not at all, whereupon the 
learned sage did summon him once 


more and spoke as follows: “My 
son, | have viewed with inward tears 
the of 


suffered, 


long lean months idleness 
have 
to 


Therefore to give you work 


which you because 


your efforts secure a case were 
vain. 
and to bring you to the judge’s eye, 
I have brought suit against you in 
the for the of this 
money that is due me. [Tor behold, 
if it should chance that the verdict 
should be mine then will the money 
be mine likewise; and if, on the oth- 
er hand, the judge should favor thee, 


then will you have won-your first 


courts, balance 
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case and the money must be paid as 
set forth in the contract. So have | 


not only taught you wisdom, but 


given you your first case as well.” 
And _ the learn to- 
day, Dear Children, is this,—that it 


lesson that we 


is wise to always be ready with a 


Come-Back. 


Now the application of this pleas- 


ing parable may somewhat 


doubtful to the central station solicit- 


appear 


or seeking for wisdom, but it is nev- 
ertheless here: 

The average solicitor jumps into 
the arena at a time when the only 
thing he knows about electricity is 
the way it feels when you stick your 
finger into a lamp socket, which point 
does not enter largely into the selling 
argument. 

He is taken in hand by the Con- 
tract Agent or Commercial Manager 
and educated. He probably takes a 
turn at reading meters and collecting 
bills and finally is put on the side- 
walk, with the suggestion that he “go 
to it.” 
cut-in wagon as a rule won't have to 


For the first six months, the 


follow him around very close, but if 


he studies the game with his head 
and works where there is work to be 
done, and makes it when it can't be 
found, it won't be such a great while 
before the right sort of a man will be 
in a position to present the central 
station proposition in the way that 
gets business, and will belong to his 
job, which, by the way, is very differ- 
ent and safer than the idea that his 
job belongs to him. But even though 
the solicitor has reached the point 
where he is making a_ showing 
against gas arcs, if he its selling light 


or closing down the private plants if 


field, 
times when 
“Am I in 


It may be the weather, or 


lis work lies in the 


there 


power 
will come to him 


he will say to himself, 
wrong ?” 
it may be his liver, or it may be a 
case of flagrant prosperity on the 
part of some friend, but he will begin 
to wonder whether he didn’t make a 
mistake that 


job in the bank, he will draw compar- 


when he turned down 


isons between himself out in the 
weather on a rainy day and some 
chap he knows who sits at a roll top 
himself whether 
field for the 


“do things,” 


desk; he will ask 


there is any solicitor, 


any chance to any fu- 


ture? 


“ o=— ae f 
JONES SRS ol 
4 { 


And here is where the 
takes hold: 


tral station solicitor today carries an 


parable 
The position of the cen- 
education which is assuming more 
and more the dignity of a profession. 
The brains and energy of the electric 
light and power industry for years 
devoted entirely to perfecting techni- 


cal methods of production and distri- 

























































































































284 Selling Electricity July, 1908 





bution, are now being turned to the 
purely commercial problems of the 
development of business, the regula- 
tion of the load curve, and the educa- 
tion of the public to the advantages 
of electricity for light, heat and pow- 
er. 

The men who will win the laurels 
in the central station world these 
coming years, the men who will ac- 
complish the real results that make 
for world progress, will be the men 
of commercial experience and train- 
ing, who can sell the product of the 
generators, who can stamp out the 
isolated plants and create new ave- 
nues of extension by the exercise 
of effort and ingenuity in adapting 
central station service to the needs of 
the ever-changing manufacturing in- 
terests. 

These men will be drawn from the 
ranks of those solicitors and com- 
mercial agents of today who are 
working right now for those same re- 
sults in a smaller way and are broad 
enough and wise enough to see into 
the future. 

Henry L. Doherty years ago 
prophesied that tlte conventions of 
the National Electric Light Associa- 
tion would ultimately be given over 
principally to the consideration of 
commercial subjects. Last May in 
Chicago he himself presided over 
three days of Commercial Sessions 
at the N. E. L. A. Convention, that 
ran neck and neck with the technical 





sessions, in point of numbers in at- 
tendance, as well as position on the 
program. 

Henry L. Doherty also says that 
the central station manager of the 
future will be taken from the com- 
mercial staff. Do you realize what 
such a statement really means, Mr. 
Solicitor? Can you ask again in 
view of the evidence of the Chicago 
Convention and in spite of Mr. 
Doherty’s expressed opinion, wheth- 
er there is any field for the solicitor, 
any chance to “do things,” any “fu- 
ture’? 

The company has opened the road 
to success to you, Mr. Solicitor, has 
educated you in what you can devel- 
op into a profession, and even as the 
youth in the parable owed it to the 
old philosopher, so you owe it to the 
company to try your case. And if 
you fail to do your part it will cost 
you not only your education but your 
future. If you win you will have 
paid your debt in service. 

Every central station _ solicitor 
should feel, should know, that he is 
singularly fortunate in being on the 
inside of an opportunity. It must be 
brought to maturity and he must do 
the work of development, but the 
field is one of rare promise. 

And when the rain comes down 
and the cold gets in, don’t question 
your job. The trouble you will find 
is with yourself. Are vou looking 
for your case? 
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Here ts a Dollar Idea ! 


C. A. Hutchins, Public Service Corp., Trenton, N. J. 


As applications are received for lighting, and as soon as the meter ts in- 
stalled, whether same be for residence, barber shop, stores, etc., we immediate- 
ly call upon such customers and deliver for trial some heating device suitable 
for the customer. 

To explain:—Make a list of all residence customers, taken from “Set 
Meter” cards, arrange the list in routes and send a solicitor with flat trons for 
trial. It is essential that the “prospective customer” should obtain her tron 
and use it before the first statement or bill has been rendered, also that you 
leave the iron upon the first call while her enthusiasm is highest. We do the 
whole thing just as tf the tron was part of the regular installation and went 
with the service. 

The same principle is carried out with other customers such as barbers, 
laundries, hairdressers, ctc., etc., only, of course, with different devices, and 
you can easily see that this gives you a sure way of covering the ground. 

Moral:—Meet-her with an tron and it will in turn be metered unto you. 





Here 1s a Dollar Idea! 


Cribbed from the Electrical World. 


In soliciting for outline lighting the greatest difficulty is in making your 
prospect really appreciate how his building will look when outlined in electric 
lights. And unless he has this mental picture and can judge as to its adver- 
tising value, the matter of cost will make a stronger impression on his mind 
than anything else. 

In such cases have a photograph made of the front of your prospect's 
building, and get a print that is toned down so dark that the building has a 
twilight appearance. Then prick holes in the photo with a large needle, wher- 
ever there would be lamps if the building were properly outlined, and mount 
the photo on the end of a pasteboard box, in the form of a transparency sign. 

When you call on your man put a lamp inside the box and you will have 
a far more attractive and suggestive argument than any amount of sketches 
and conversation. 

This same scheme may be used for sign prospects when roof or wall signs 
are under consideration. 








What Becomes of Your Dollar Ideas? 





Send them tn. 
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What Can You Do About It? 


Read This and Ponder 


HY should the spirit of 

mortal be proud when in 

this advanced age of alleged 
enlightened justice such experiences 
as this are encountered ? 

Mr. Frederick C. Ross, an electri- 
cal contractor of 32 years standing 
in New York City, is a man who has 
developed his business through the 
application of plenty of good hard 
common sense and the ability to look 
far enough ahead to discern the gen- 
eral route staked out for the march 
of progress. An evidence of this be- 
ing the fact that some years ago he 
realized that the man who is willing 
to spend his time taking orders for 
“wiring for lights” is working with 
a gross misconception of the object 
in view. Also such a one displays 
the same general mental attitude and 
lack of acumen that you might ex- 
pect in a man who had dedicated his 
life to the whitewashing of board 
fences. Moreover this oft heard 
term, “wiring for lights’ is in itself 
a fallacy, for residences, stores, halls 
and factories are wired, and lamps 
are installed to the end that the ad- 


vantages of electric illumination may 
be enjoyed. 

And so, Mr. Ross has reduced the 
whole lighing proposition as far as 
his business is concerned to its prop- 
er and natural basis of illumination, 
and has endeavored to make intelli- 
gent application of the developments 
of the last few years in this field and 
has employed the vapor tube, the 
Nernst, the flaming arc, the Gem, 
the tantalum and the tungsten lamps 
with appropriate diffusing globes and 
reflectors wherever they were calcu- 
lated to produce the most efficient 
and satisfactory illumination. He 
appreciated that a strong and grow- 
ing movement is afoot toward econ- 
omy in store lighting, particularly, 
and has been systematically working 
among his customers figuring with 
them their present costs and the sav- 
ing that might be effected by the re- 
arrangement of outlets and the in- 
stallation of high efficiency lamps. 

Recently Ross had a talk with the 
manager of a large shoe store, it be- 
ing the headquarters of a company 
doing a very extensive mail order 
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business throughout the country and 
making a strong plea of honest value. 

Ross pointed out to this man that 
the whole lighting scheme of his 
store was most inefficient, unattract- 
ive and behind the times, advised the 
use of tungsten lamps with Holo- 
phane reflectors and special nickle 
finished fixtures and told him rough- 
ly the saving it would mean in cur- 
rent consumption. 

The manager was most pleased and 
asked him to go ahead and draw up 
a detailed proposition, covering the 
cost of the new equipment, the com- 
parison in illumination and the sav- 
ing to be made on current bills. 

The proposition was drawn up and 
mailed in, and showed the following 
figures :— 

OLp INSTALLATION. 
Windows. 


8 cp carbor lamips......0...0..... 104 
1G Che COFDON IAIN DS << 5 ccc sis eccns 6 


Total candle power.......:... 928 
"OUR WANG rs cork boc va eisictneres 3,420 
Interior of Store. 

600 watt acc’ Hahts «0... c..<.06.86.6. 20 
6 light clusters, 16 cp. lamps..... 1 
3 light clusters, 16 cp. lamps...... 8 
5 light chandelier, 16 cp. lamps... 7 

TO Ge CON INS e so Secs Secon sc Z 
Total candlepower............. 5,072 
ROULAU WEES: civ needa ecacesccs 14,352 
Grand total candlepower....... 6,000 
Grand total Watts. ..< i060 ees. 17,772 


New INSTALLATION. 
Windows. 
40 watt tungsten lamps........... 31 


EOtal CANGlEPOWET, «6 6 s:es 66s:0 992 
BOG a ee eee 1,240 
Interior of Store. 
4 light fixtures with 60-watt 

tunestety IARIDS. 6.566.605.0506 15 
100-watt tungsten pendants........ 4 
60-watt tungsten pendants........ 8 
40-watt tungsten pendants........ i 
Total candlepower............ 808 


3 
SOMMERS WORE io ssii care Sa cerdansin vee _ 4,760 
Total current consumption of 


old installation complete..... 17,772 
Total current consumption of 

new installation complete.... 6,000 
Total saving in current........ 11,772 


Percentage of saving.......... 66 
Average monthly bill on old instal- 
lation figured on 6 months... 
Estimated monthly bill, new instal- 
lation 


$260.00 


127.00 
$133.00 
_(it was necessary to figure at a slightly 
higher rate on account of reduction of 
load.) 


Estimated monthly saving 


Estimate for installing new equip- 
ment complete 


sd ckac aban $525.00 

In the meantime a _ Holophane 
Luxolier with four 60-watt tungsten 
lamps had been hung in the store to 
demonstrate the quality of the light, 
and at the end of two weeks, Mr. 
Ross called on the manager to close 
the deal. 

The light itself was pronounced 
satisfactory, the fixture was com- 
mended and there was naught but 
praise for the unquestioned advisa- 
bility of the scheme, also there was 
no disputing the increase in efficiency 
and the consequent economy. But 
when the matter of price came up the 
manager went up in the air and 
stayed there. He claimed that Ross 
was trying to make his entire living 
at his expense and wanted to get it 
all out of that one job, and that he 
knew where he could buy the same 
lamps and fixtures and save $150. 
Ross suggested that inasmuch as he 
had brought his knowledge and ex- 
perience into play and engineered the 
installation 
could 
hoth selling and advertising value, 
and still save about $133 


showing him how he 


obtain better illumination of 


a month in 
real money, it was not to be expected 
that he would do the job without a 


fair profit. Moreover he pointed out 


that the savings in the light bills 
alone would more than cover the 
cost of the installation in four 


months and asked the shoe man if he 
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did not consider that he was entitled 
to something for the work he had 
already done, in laying the matter 
before him. 

The manager’s reply was an em- 
phatic No! and his reason that in the 
shoe business they were never paid 
tor fitting a customer’s foot, no mat- 
ter how long it took to find the prop- 
er size. Needless to say, this bit of 
shoe logic did not appeal to Ross as 
applicable to the case. 

The manager then asked Ross for 
the individual price of the lamps, re- 
fiectors, fixtures, etc., but was told 
that the proposition could not be dis- 
sected. 

The upshot of it was that Ross 
cemanded and secured the return of 
his specifications, and ordered out 
the trial fixture. When his man re- 
moved it the manager endeavored to 
take some measurements but the 
workman advised him to purchase a 
sample from a regular supply house. 

The sequel is this: This shoe man 
straightway proceeded to buy lamps, 
glassware and fixtures, at full retail 
prices of course, and arranged with 


another contractor to change over 
the wiring. It is hardly possible that 
he came out for any less than the 
price Ross asked, and the chances 
favor its costing him considerably 
more, and Ross himself, who had re- 
vealed the opportunity to save a large 
amount of money, was not only 
thrown down, but out of pocket by 
the cost of installing and removing 
the demonstration fixture, and a 
breakage of two tungsten lamps. 

Now what can you do in a case 
like that? We ask it again. 

Of course you can talk. Ross did 
considerable of that, but linotype 
metal has a melting point and we 
fear to go into details. 

In order to introduce the high effi- 
ciency lamps to his customer, the 
contractor is forced to reveal its 
qualities and advantages, and put 
himself in his customer's hands. 
Fortunately, however, there are few 
instances where the standards of hon- 
esty and justice are so disregarded. 

But to return to Ross and the 
shoeman: What would you do in a 
case like that? 
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A Few Expressions of Approval 


SELLING ELecrricity stands 
getter for us. We have advertised in all kinds of trade papers and 
cut them all out but your paper and System. We certainly could 
not afford to do this unless we felt that your paper was all right.— 
J. L. RusseEti, President, American Electric Sign Co., Boston, 


I hate like thunder to send another dollar, but I must have 
SELLING Evectriciry.—J. I. Matrutas, Gen’l Mgr., The Licking 
Light & Power Co., Newark, Ohio. 


next to SYSTEM as a business 























When Would You Try to Sell Kaiser 
William a Compass ? 


I you wanted to sell Kaiser William a new binnacle for his yacht what 
time would you choose as the most opportune for laying the matter before 
him? You would hardly expect to secure his full attention when he was 

reviewing the army, nor when he was engaged in writing an opera, nor when he 
was reprimanding some princess for falling in love with her French chauffeur. 
You would prefer to spring your proposition when he was sailing in his yacht, 
and preferably when he hadn't just lost a race in the Kiel Regatta. 

Why? 

Because you would want to talk to him at a time when his mind was given 
up to matters pertaining to yachting, when he was voluntarily interested in the 
subject, when the consideration of something new and better in compasses 
would arouse the desire to possess. 

Just so, if you find a man down in the mud, flat on his back under an auto- 
mobile trying to make the wheels go round, and open up on him with a monthly 
installment offer covering the Encyclopedia Britannica in twenty volumes, you 
want to stand ready to dodge a wrench; but if you have a sample of the real 
thing in touring cars, that can’t go wrong, about you, you have hit him where 
he lives, and he will probably fall on your neck and call you Brother. 

Now right here you have the secret of success in advertising. If you ex- 
pect to create a favorable impression; if you want to be assured of careful con- 
sideration, you must reach your prospect when he is voluntarily interested in 
vour proposition, when his mind is centered on that phase of his business with 
which you are concerned. 

When the Central Station manager reads the technical press his whole un- 
divided attention is concentrated on technical matters, on the problems of pro- 
duction and distribution, and his mind is on his plant and lines. 

The selling of current is another matter. “One thing at a time, please!” 
he says, when he sees an advertisement for some current consuming device, 
and the ad that he studies will be the one that is in line with his train of 
thought, a generator, a transformer, or the like. A heating device, a sign, a 
small motor or a fixture ad fails to attract him because their time is not at 
hand. 

But when this man begins to think about the load curve and how he is 
going to straighten it out, he forgets the power house and the troubles of the 
jine gang, and is ready to weigh the merits of any device which can help build 
up his peak load. 

SELLING ELectricity is the only publication that studies the Central Sta- 
tion man’s commercial problem, and devotes all its pages to that one subject. 
And we say all its pages advisedly, for we do not solicit ads from manu factur- 
ers whose product does not appertain in some way to the commercial man’s 
work. 
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When the solicitor, the contract agent, the general manager, the president, 
or the director of an electric lighting company reads SELLING ELEcTRIcITy it 
is because he is at that time, at least, actively and voluntarily interested in the 
inatter of securing new business, of building up the off peak demand, and cur- 
rent consuming devices of any character are worthy of consideration. It may 
be that the president or director gives his mind to commercial matters but 
rarely, but when he does, when he picks up this magazine in search of ideas for 
his commercial agent, and to see what other men are doing, then is the time 
to lay your claims, your offers before him. If your proposition makes for in- 
creased sales, or deals in any way with the company’s relation with the public, 
you are neglecting your own good interests if you do not set forth your propo- 
sition where the man who reads SELLING ELEcTRICITY will see it and think. 

No man reads SELLING ELEctrRicity who is not concerned in these mat- 
ters, so he reads these pages only when he is voluntarily interested in the com- 
mercial problem. | 

Can you afford not to be “among those present ?” 





Heating Costs. 


The Philadelphia Electric Company, in an attractive little booklet, en- 
titled “Preserving Time,” prints the following table of the cost of oper- 
ating electric heating devices. 

This will make a valuable addition to the hand-book of every solicitor 
and the cost figure may be easily adjusted to conform to the local rate. 
This data is just the sort of information that interests the consumer. It 
gets away from all technicalities and tells the story in pennies and hours. 


Cost during 
Period of that period 
ARTICLE Operation at 10c. 
per K. W. H. 
Chafing Dish ; : 20 minutes 
Pint Baby Milk Warmer rand F ood Heater, ‘ 6 ie 
Quart Food Heater ‘ ‘ , 8 
Coffee Percolator : ‘ : ; , 20 
Stove, 6-inch ‘ ; ; ‘ : ‘ shes 
Stove, 8-inch : ; ; ‘ : , 15 
Broiler, 9x12inches . . : ; : 15 
Curling Iron Heater. ; ‘ ; . 15 
Heating Pad ; ; ‘ , ; . per hour 
Pressing Irons, 3 to6 lbs. . ; , ‘ 30 minutes 1} to 24 cts. 
Frying Pan (7 inches diameter). ; ‘ <b 
Wattle Iron i ‘ ; . ; ‘ 12 1 
Tea Pot ‘ ; . , ‘ ‘ : 20 13 
Glue Pot. ; ; ; , F ‘ 20 
Soldering Iron, 2 lbs. up. , : F 30 1 
Doctor’s Sterilizer 3 ; ‘ : ; 30 5 
Dentist’s Sterilizer : ; ‘ F ; 30 i 
Bath-Room Radiator ‘ ; ‘ Se 
Spray Coffee Pot . i ; ‘ ‘ 20 13 
Dining-Room Set, 4 pieces 
Shaving Cup, 12 shaves i : : 
Luminous Radiators. ‘ . ‘ , 30 




















News and Reviews 


Items of Interest to Commercial Men 


The Electric Cow Milker. 

In the Western Electrician of June 13th 
is a very interesting description of the elec- 
tric milking machine with photographs of 
the apparatus in operation. 
This outfit of 
vacuum pump 
out the stable 
each stall. 
vacuum mains and to two cows. 


consists a motor driven 
with piping running through- 
and attaching connections at 
The milk pail is connected to the 
The milk 
pails hold about five gallons each and are 
air tight, the milk never being exposed to 
the air till it is strained. 

The milking is done in about the same 
length of time that hand operation would 
require, differing as the cow milks hard or 
easy, and the machine action is almost iden- 
tical with hand operation. The cows do 
not seem to be any way injuriously affected 
by the use of the machine, in fact after a 
cow has been milked by machines for a few 
weeks she will most strenuously resent the 
hand process. 

“In practice the man in charge cleans off 
the cow’s teats and after attaching the milk 
pail to the main the milking cups are slip- 
ped over the teats and the milking begins. 
Passing from cow to cow, he starts the ap- 
paratus at work, and then simply keeps 
watch to see when the milk stops flowing 
(there is a glass tube on the milk line), af- 
ter which he removes the cups and goes to 
another cow. Sometimes, during the fly 
season, the cow will dislodge the cups, in 
which case the man in charge has to re- 
place them. This is about all that he has to 
do in the matter, except to keep his charges 
in good condition. 

“The partial vacuum used with the milk- 
ing machines is about one-half atmosphere. 

“The milking machine proper consists of 
a strong, heavily tinned, steel pail, weigh- 
ing about 12 pounds, and holding about 55 
pounds of milk. The pail is smaller at the 
top than at the bottom, with a metal cover 
fitting loosely, but resting on a rubber gas- 
ket which makes an air-tight joint. <A 


nipple projecting from the cover connects 
the pail, through a piece of hose, with the 


The 
cover contains the pulsating mechanism, to 
which are attached two lever handle cocks. 
Each cock is connected by a rubber tube 344 


stanchion cock in the piping system. 


feet long to a small metal connection, which 
has four outlets, from each of which a 
short rubber tube leads to a teat cup provid- 
ed with a rubber mouthpiece to fit around 
the base of the teat. When these are slip- 
ped on over the teat they are held in place 
by the suction until removed by the opera- 


tor. These teat cups, with their rubber 
mouthpieces, are made in several different 
sizes to fit different sized teats; and the 


chief skill of the operator is in choosing 
the The pulsator, mounted 
on the cover, imitates the sucking of the 
calf, by first connecting the teat cups with 
the vacuum in the pail, thus drawing the 
milk from the teat, and next breaking the 
vacuum and allowing a fresh supply of milk 
to enter the teat. 
created in the 


proper sizes. 


The vacuum is again 
and this additional 
milk goes to the pail, and so on, until the 
milk is all drawn from the udder.” 


cups, 


New Head for Bureau of Illuminating Engineering. 

Major E. L. Zalinski, U. S. A., now on 
the retired list, has been recently appointed 
President of the of Iluminating 
Engineering, Incorporated, at 437 Fifth 
Ave., New York City. This Bureau acts in 
a consulting 


Bureau 


and advisory capacity and is 
doing a very useful and important work in 


the field of illuminating engineering. 
Electric Butter. 
from milking 


As direct progression 


cows by electricity comes the news of the 


a 


discovery that electric current may become 
a very important adjunct to butter making. 

It is declared that the passing of a cur- 
rent through cream separates the butter- 
fats held in solution, and masses them in 
therefore to 
This 
the 
obtained 


globule form, adding them 


those butterfats held in suspension. 


will mean a considerable increase in 


amount of butter which can be 


from a given amount of cream. 


What with milking by electricity, the 
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dissolving of butter, and use of electric 


light in forcing plant growth, the farmer 
of the future will apparently require an 
electrical engineer on his force. 

A Publicity Argument. 

A Western paper recently offered this 
argument in defense of advertising and 
general publicity in times of stress, as 
against the too common method of clewing 
down the hatches and running before the 
storm. They say: 

“Have you ever thought of it that when 
a man is sick, when he is not earning mon- 
ey, is exactly the time when he cannot af- 
ford to hire a doctor, yet he finds it neces- 
sary to do so. The merchants are in the 
same position. In dull times when they 
really cannot afford to advertise is the time 
when they must do it in order to save the 


good health of their business.” 


The Tantalum Lamp. 

In an interesting article in the June num- 
ber of the General Electric Review, Mr. F. 
W. Wilcox gives some interesting figures 
showing the large number of tantalum 
lamps that are being installed in New York 
office buildings. 

The fact that this lamp loses about half 
its length of life when used on alternating 
current, curtails its field very considerably, 
but it is apparently finding a ready market 
where isolated plants are either overloaded 
or require increased illumination without 
additional load on the generators. 

Ten thousand of the 40-watt size tanta- 
lums are being installed in the new Metro- 
politan Life Insurance Company’s building 
on Madison Square, New York, and will be 
used throughout the 48-story tower. 


Special Fixtures for Tungsten Lamps. 

With the perfecting of the tungsten 
lamps has arisen a demand for special fix- 
tures designed on scientific principles and 
so adapted as to artistically combine .the 
efficiency of the tungsten lamp and the Hol- 
ophane reflector. 

This demand has been met by the Holo- 
phane Luxoliers, manufactured by the Hol- 
ophane Co., Sales Dept.: the Conneaut 
Tungsten Luminiers, made by the Cleve- 
land Gas & Electric Fixture Company and 
by the Brilliant Tungstolier, the product of 
the Brilliant Electric Co. of Cleveland. 


These fixtures have all been developed 
along somewhat similar lines and are ex- 
ceedingly attractive in design and efficient 
in operation. The lamps are given proper 
position and the maximum useful light dis- 
tribution is secured. 

It is reasonable to suppose that the tung- 
sten lamp should require special treatment 
in fixture installations, and as the aim of 
the central station is always to obtain re- 
sults calculated to give the best satisfaction 
to the customers, it is well to recommend 
that fixture which is designed to produce 
the most efficient illumination. 


Electricity in the Hotel Astor. 

In the Electrical World of June 27th is 
an interesting article describing the many 
and diverse applications of electricity which 
may be seen in the Hotel Astor, New York 
City. In addition to some 900 motors and 
the extensive illuminating system there are 
several novel devices which are certainly 
interesting. 

“Among the devices that require almost 
no electrical energy, but prove of great 
benefit in facilitating the smooth running 
of the hotel, the most prominent is the 
telautograph, which is used for recording 
all orders given by the guests and trans- 
mitting them simultaneously to the em- 
ployee who is to execute the order and to 
the chief of employees in order to insure 
their prompt attention. An order tele- 
phoned from the guest’s room is immediate- 
ly recorded in. writing by the girl at the 
telephone central, which is also the ‘central’ 
for the telautographic system. Simultan- 
eously the order appears on the record sheet 
at the desk of the chief of employees and at 
the ‘substation’ of the employee who must 
attend to the order, the exact time being 
recorded on each sheet. When the order 
has been filled the employee records this 
fact, together with the exact time on his 
sheet at his substation and simultaneously 
the chief of employees is notified of the 
fact. This system of recording and trans- 
mitting eliminates the erorrs that accom- 
pany verbal orders, minimizes the time con- 
sumed in satisfying the wants of the guests, 
overcomes the disadvantageous crowding of 
the office, halls and with em- 
ployees, insures the maximum attention to 


elevators 
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duty on the part of each employee, and re- 


duces the expenses to a minimum. 

“An equipment that has proved of great 
convenience is a system of miniature lamps 
of the telephone-switchboard type for indi- 
cating to the chief of employees at each in- 
stant the exact position in the hotel where 
each chambermaid may be found and for 
showing to each guest the room in which 
the particular maid in charge of his floor 
is working. 

“Each maid is provided with a key which 
serves as a switch handle for lighting a 
small lamp at the door as she enters a room 
and simultaneously lighting the indicating 
lamp at the desk of the chief of employees. 

“By means of an illuminated sign in the 
room of each guest he is notified immedi- 
ately when mail matter reaches the office 
for him. The placing of a letter in the post- 
office box corresponding to his room closes 
a switch connected with the lamp which il- 
luminates the sign in the guest’s room. 

“Many electric cooking, heating, cooling, 
ventilating, indicating and conveying de- 
vices are in use throughout the hotel, mak- 
ing the installation one of the largest, most 


varied and altogether interesting examples 
of the application of electricity to hotel ser- 
vice in existence.” 

A telautograph system is also in use in 
the new Fleishman Baths, New York. 


The New Simplex Catalogue. 

The Simplex Electric Heating Co. has 
issued a new catalogue of 120 pages which 
should be in the hands of every man who 
is interested in extending the electric heat- 
ing proposition. 

The entire field is covered with both cuts 
and description, and each device is marked 
with full data as to current consumption, 
time required to reach full heat, ete. 

In addition to this there is a large amount 
of information of a general nature which 
should be of considerable value to the Con- 
tract Agent and Solicitor. 


Mr. George Williams Married. 

Mr. George Williams, who is in charge 
of the Commercial side of the Doherty in- 
terests, was married on June 21st to Miss 
Christine Dahl of Christiana, Norway. 
The ceremony was performed in Scranton, 


Pa. 








I stand the expense ! 
I do all the work! 


You increase your sign load. 
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All I ask of you is a list of your 


sign prospects. 


I will sell them direct. 


J. L. RUSSELL 
AMERICAN ELECTRIC SIGN CO. 
41 High St., Boston, Mass. 















Boston 
Renewed 
Lamps 


Are Sold On Trial 


Send at Once for Our 
Trial Proposition 


Boston 
Incandescent Lamp Co. 


Danvers, Mass. 
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Face to Face with 


OPPORTUNI Teles 





Electricity controls more trades, directs more men, offers more 
opportunities, than any other power that man has yet discovered. 
A knowledge of electricity makes those opportunities yours. It opens to you new fields, 
gives you new ideas, keeps you abreast of the times. You can get that knowledge by 
home study, during your spare time, from the 


CYCLOPEDIA or APPLIED ELECTRICITY 


NEW SIX VOLUME EDITION JUST OUT 








5,000 Pages, 7x 10 Inches, Bound in Half Red Morocco. 500 New Pages — Innumerable New Ideas. 





Treats in detail every practical, up-to-date electrical appliance. Every subject mentioned below presents a 
new opportunity; every page tells you how to grasp it and profit by it. It is written so simply and clearly, and 
is so comprehensive and authoritative, that you will find it full of opportunities for you, whether you are 
already an expert electrician, or a young man just learning a trade. 

Each section is written by an expert, illustrated by special drawing, diagram or photograph, simplified by 
tables and formulas, proved by practical test questions, and carefully indexed for ready reference. Tointroduce 
our correspondence courses, from which the Cyclopedia was compiled, we make this special 30 day offer. 


$18.00 Special Price Regular Price $36.00 


Gs «=A bsolutely FREE for 5 days’ examination. Sent, express pre- 2 
paid, on receipt of Coupon. If you want the books, pay us$2 within 
5 days and $2 a month until you have paid the special price of $18.00; otherwise return them at our expense. 
‘e employ no agents to annoy you. 


Some of the Subjects Treated 


Electric Wiring — Eleetrie Bell Wiring — Electric Telegraph — Wireless Telegraphy — Telautograph — Theory, Caleulation, 

Design and Construction of Generators and Motors—Types of Dynamos and Motors—Elevators—Direct Current Motors— 

Direct-Driven Machine Shop Tools—Eleetrie Lighting, including Are and Incandescent Lighting—Nernst Lamp, Cooper- 

Hewett Lamp, Osmium Lamp, Ete.—Eleetric Railways, including Third-Rail System, Multiple-Unit Control, Eleetro- 

Applied Electric- Pneumatic Control—Alternating Current Motors, Ete.—Single Phase Electric Railway—Eleectriec Welding—Mereury 

ity for FREE ex- Vapor Converter—Management of Dynamos and Motors, ineluding the Location and Remedy of Troubles, such 

amination. I will send as Sparking at the Commutator, Heating, Ete.—Power Stations—Central Station Engineering—Central Station 

$2.00 within five days Design Storage Batteries, including Charging and Discharging, Troubles and their Remedies, Tests for 

and $2.00 a month until I Impurities, Ete.—Power Transmission—Alternating Current Machinery, ineluding Alternating Current 

have paid $18.00; otherwise Generators Synchronous Motor, Induction Motor, Transformer, Rotary Converter, Frequency Changer 

I will notify you to send for , Ete.—Telephony, including Instruments, ‘Lines, Exchanges, Common Battery Systems, Operation, 

the books. Maintenance — Automatic Telephone — Wireless Telephony — Telephone Line Protection—Teleg- 
raphone, Ete. 


AMERICAN SCHOOL OF CORRESPONDENCE 
cupation r DIV. 183, CHICAGO 


Employer 
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—is your future worth 
as much to you as 
three short smokes ? 


ONSIDER IT SERIOUSLY. 


If you realized that the opportunity of your life could be revealed by the expenditure of 
8'% cents, how long would you hesitate to invest the price of three cigarettes ? 
There can be but one answer, for no man lives who cannot see the comparative value, 
no man lives who will refuse to accept at no real cost, that which lays bare the road to success. 

To him whose work lies in the field of Central Station Commercial endeavor this success 
means a greater knowledge of his profession, a greater ability to sell electricity. 

Every man cannot be a creative genius, but no man need neglect the opportunity to profit by 
the genius of others. It is only by studying the methods of his successful confreres that the 
Commercial Manager can attain maximum proficiency. That this is so is evidenced by the 
development of the Commercial Sessions at the National Electric Light Association Conventions. 

Ebery man who read a paper on the Commercial Program at the Chicago Convention is a 
subscriber to ‘‘ SELLING ELECTRICITY.”’ 

Are you ? 

Are your solicitors ? 

__““SELLING ELECTRICITY ”’ is written personally by the men who are winning the laurels 
in this country in the sale of electric light, heat and power. These men tell in *‘ SELLING 
ELECTRICITY ”’ the methods by which they have succeeded. 

You can apply these same methods in your own territory ! 


The price of a single subscription to this magazine is One Dollar a year, the amount you would 
spend for three short smokes each month. Is your future of sufficient importance to warrant this 
expenditure ? 


Write the answer on the attached blank. 





CONTINUOUS SUBSCRIPTION ORDER 


FRANK B. RAE, Jr., 
74 Cortlandt Street, 190 
New York City. 
Dear Sir:—Enclosed find $1.00 for which please send me SELLING ELECTRICITY 
for one year and thereafter until | cancel this order. 





Name 


Address 
Company 
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HOW TO ADVERTISE 
A RETAIL STORE 


BY ALBERT E. EDGAR 
TEACHES 


How to lay out advertising copy, 








How much space to use, 

How to design an attractive space-saving name-plate, 

What a headline should accomplish, 

How to get and use proper illustrations, 

How to write your advertising introductory, 

How to describe an article so as to make sales, 

What style and method of pricing you need, 

The preparation of effective, free advertising, 

How to find and properly use selling points, 

The making of store papers, booklets, leaflets, folders, advertising letters, and 
mailing cards, 

The organization of a follow-up system, 

The uses of calendars, blotters, post-cards, advertising novelties, package 
closures, and hand-bills, 

Proper methods of window advertising, 

Correct outdoor advertising, 

Spring, fall and other openings advertising, 

Two-hundred-fifty selling helps, guessing and voting contests, drawings, schemes 
to attract boys and girls, premium schemes, 

The sensible advertising of special sales and clearance sales, 

The uses of leaders and bargains, 

Many novel sales plans, 

The promotion of business in a number of specific retail lines—this department 
alone occupies about 100 pages, 

Mail order advertising and general advertising, 

Points about type, borders, ornaments, and cuts, 

Nearly 20 pages of practical and helpful hints on how to lay out advertising copy, 

How to read proot and technical terms. 


How this is done is demonstrated by the use of 


641 ILLUSTRATIONS AS MODELS 


Showing how all these things are accomplished by the highly paid ad managers 
and the cross-roads storekeepers 


Price $3.50 Postpaid—on a money-back basis 


THE OUTING PRESS, DEPOSIT, NEW YORK, U. S. A. 
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ADVERTISERS 
and those who 





should advertise in 


SELLING 
ELECTRICITY 


Read the article on 
page 289, entitled— 
When Would You 
Try to Sell Kaiser 
William a Compass ? 









Cluster 


Makes a very effective 
store lighting. 





Dispenses with costly gla 


reflector. 





Write for Bulletin 87. 


Federal Electric Company 
52 North Desplaines Street, 



































This Inexpensive Tungsten 


competitor of the gas are for 


Ss ware. 


Compact and neat design. Porcelain enameled steel 


Federal Tungsten clusters made in several styles. 


Chicago, IIl. 











ST. LOUIS, U.S. A. 





the extent of the business he can control and bring in. 
amount of business he can bring in depends directly upon 







meet special conditions. 










our three bulletins. They will greatly aid in your work. 






Motor in The Shop.’’ 








WAGNER ELECTRIC MFG. CO. 






A Central Station Solicitor is valuable to his Company to 


The 
his 


ability to apply standard and special forms of motor drive to 


We issue Single Phase and Polyphase Motor Bulletins, in- 
valuable to the solicitor. For instance, ‘“The Polyphase Motor 
in The Shop,” issued by this company, shows the power con- 
sumed by a great many machines used in car shops, and shows 
graphically the application of the motors to these machines. 

We shall be pleased to send solicitors a copy of each of 


Write for Bulletin No. 74-M, Bulletin No. 75-M and ‘‘The Polyphase 
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THE NEW 


Electrocraft [llustra- 
ted List of Officially 
Approved Electrical 
Supplies 


is now in preparation and will shortly be issued. 












































The publishers make the further important announcement that 

in view of the extraordinary influence exerted by this unique publi- 

cation in promoting National Code construction practice, and for 

the purpose of giving the widest possible extension to its field of 
activity, it will hereafter be distributed 


Absolutely Without Charge. 


The new Electrocraft Illustrated List is a vast improvement on 
the old publication. The pages have been greatly enlarged to allow 
of fuller description and finer representation of the different lines of 
material; and in paper, type and illustration the new list will be a 
beautiful example of the printing art. In it will be found everything 
electrical that has successfully passed the tests of the Underwriters’ 
Laboratories and that should be used in National Code construction 
work; and all clearly described and strikingly illustrated. 


The revised National Electrical Code, with many finely made 
cuts and drawings illustrating the application of the principal rules 
will continue to form an interesting and highly valuable feature of 
the book. 


POSTSCRIPT IMPORTANT: The mailing list is now being revised. In order to avoid 
the omission of names and to ensure perfect accuracy in the addresses, all persons wishing to receive 
copies of the new list are requested to write the publishers at once. In all cases, the letterheads of 
the applicants must be used in order to gain attention. 


Electrocraft Publishing Co., DerRorr Micu. 
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Electric Cooking 





Among your house customers are many 
women who will do their own cooking 
all through the coming summer. ‘The 
electric range will appeal to them. One 
of the strongest arguments for its use 
is that it permits the hostess to prepare 
a full course dinner, serve it hot and 
sit down to enjoy it, herself comfortably 
cool. Simplex Electric ranges are attract- 
ive and complete in all details. Haven’t 
you got some customers who would be 
interested ? 





Electric Irons 


The regular line of Simplex Electric 
Household Irons includes four sizes 
—3, 4%, 5 and 6 pound. You can suit 
your customer's needs whether she 
wants one for the sewing room or the 
laundry. Remember you are sure of 


SIMPLEX QUALITY 


SHEX LEONEAN 


CAMBRIDGE, MASS. 
CHICAGO OFFICE: MONADNOCK BLOCK 




















ELECTRIC ‘tious 


NOVELTIES 
Catalog of 200 Free. If it’s Electric we have it. Big Catalog 4c 
OHIO ELECTRIC WORKS, Cleveland, Ohio 


The World’s Headquarters for Dynamos, Motors, Fans, Toys, 
Batteries, Belts, Bells, Lamps, Books. 


We Undersell All Want Agents 








Central Station Managers 
and Contract Agents 


will do well to consider the future. When 
Starting a sign campaign it is, perhaps, easier 
to place a number of cheap signs. They look 
as well as the higher priced ones when first 
received, but the good looks are not perma- 
nent. Get the best! 

Haller Electric Signs are the best. 


HALLER SIGN WORKS 


(Inc.) 
319-320 Clinton St., South, Chicago, Ills. 




















E offer for sale two com- 

plete electric generating 

plants of 75 and 150 kw. 
rated capacity respectively, and 
recommend them as bargains. 


Details upon request. 


| ] 


Ventura County Power Co. 
OXNARD, :: :: :: CALIFORNIA 
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The Sales of Other Central Stations 
and: You'll See That You Need 














ALL SIZES 


escns = | (MILLER 
PORTABLES 


Put them in your display room now. 














a 


Every day you are without them, may 


mean a customer missed. 
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LAMPS 


that are attractive, beautiful and har- 
monious; lamps that will enhance the 
decorations of any room; lamps whose 
uniqueness and originality of design and 
perfect finish make them the most com- 
pelling models for any central station 
display room. 


nD? 














LOOK OUR 


CATALOGUE Edward Miller & 


THROUGH 
mpan 
IT IS FREE Co — 
MERIDEN, CONNECTICUT 
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The Cleveland Gas and Electric Fixture Co., Conneaut, Ohio 


No. T ?840%. Length 20 inches. 


It is Probablya CONNEAUT 











TUNGSTEN LUMINIER 


Nine out of every ten Scientifically Designed tungsten fixtures you see are 
Conneaut Tungsten Lumuinters. These units have the largest sale of any tung- 
sten fixtures on the market because they are Perfect in Every Detail. 

Conneaut Tungsten Luminiers are packed one in a box, ready wired, 
complete with Holophane Reflectors and Tungsten Lamps, and can be assembled 
and installed by a novice. 


WRITE FOR BULLETIN 


The Cleveland Gas and Electric Fixture 
CONNEAUT, OHIO Company Craftsmen in Art and Science 
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“GOOD 


@ Said the Man-Who-Investigated, “I beg 
to see big possibilities in District Stea 
Heating.” 





@_We want to show you more than possibil 
ties. We want to show you facts. N 
man will put ina 


District Steam Heating 
System 





until he is Sure it will be a money-make 
We must prove every claim. 


@ When a man gets to the point where t 
can ‘‘see possibilities,” our proposition is thi 


@ We will send our Engineers to his cit 
These Engineers will study his condition 
go over his territory, figure exactly ar 
conservatively the costs and revenu 
work out a COrrect system for rates fe 
heating service, and make a full and depenc 
able report covering every phase of tt 
proposition. 





@ Then, and not till then, can one knov 
even approximately, what there is in tt 
District Steam Heating business. 


@ Are you open to such a _ propositior 
Will you let us tell you exactly what or 
system will accomplish in your city / 








American 
District Steam 
Company 


Main Offices: Lockport, N.Y. 


Western Offices: Monadnock Bldg, Chicago, Ill. 
Factories: Lockport, N. Y.; Tonawanda, N.Y. 
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